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of a general agency that is very attractive 


- to find with an old, conservative life com- 
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Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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T should be most gratifying to every 
| public-spirited citizen to learn from 
the Statistical Bulletin of the Metropoli- 
tan Life of New York that the mortality 
rate is still declining. The death rate, 
based upon the company’s mortality ex- 
perience in its industrial department, 
shows that in September last the mortal- 
ity rate was but 7.5 per 1000, which is the 
lowest level reached for any month on 
record of the history of the company. 
The rate for August, 1920, was 8.2 per 
tooo, and for the full year 1919 it was 
10.6 per 1000. The death rate from 
each of the tabulated causes declined in 
September, as compared with August, 
except for the three divisions, namely, 
typhoid fever, Bright’s disease and homi- 
cides, which each showed some increase. 
A very gratifying feature of the report 
is the decline in the death rate from 
tuberculosis from 156 per 100,000, in 
igig, to 120 in August, 1920, and to III 
in September, 1920. This is the most 
favorable figure ever reached in the rec- 
ords of the company’s industrial depart- 
ment experience. In this connection, it 
is noted that the death rate from diph- 
theria is practically stationary, although 
considerably less than in the year 1919. 
As to this disease the Statistical Bulletin 
asks, “Why tolerate diphtheria?” and 
states that there is no excuse for high 
diphtheria death rates at this time, and 
points out that there are two valuable 
agencies for the control of diphtheria now 
at the disposal of public health officers. 
The first is to popularize the use of anti- 
toxin early in the treatment of such cases 


as occur. Physicians should be told of 


the impending danger during the com- 
ing winter, and should be urged to utilize 
anti-toxin, which in many cases can be 
obtained free from departments of 
health. The second agency suggested is 
the more extensive discovery, in each 
community, of children who are espe- 
cially susceptible to diphtheria infection. 
This, it says, can be accomplished through 
the Schick test. Such cases should then 
receive inoculation of toxin-anti-toxin, 
which will convert susceptible children 
into immunes. 
tive criticism, and it is to be hoped that 
public health officials will take advantage 
of the timely warning and advice. 


This is good, construc- 


CTOBER contributed $28,331,400 to 
the year’s fire waste in the United 
States and Canada, according to the ree- 
ords of the Journal of Commerce, and 
gained the unenviable distinction of hav- 
ing the largest fire loss of any month 
this year, except January. The total loss 
in the first ten months of this year was 
260,562,975, or but $9,000,000 short of 
the full year’s loss'in 1919. As the losses 
in November and December, 1919, ag- 
gregated over $50,000,000, it is probable 
that the current year’s total will reach 
or exceed $300,000,000, which is a great 
deal more than it should or need be. 
Preventable fires constitute a large per- 
centage of the number of fires, and are 
responsible for much of the loss, and the 
people must be prevailed upon, in some 
way, to prevent them. 


ISCUSSIONS at the sessions of the 
Association of Life Agency Offi- 

cers at Chicago, on November ro and 11, 
will center -around the general theme, 
“The Relation of the Manager and Agent 





FEATURES IN THIS ISSUE 


Formula for Success. 

Salesmanship Pointers. 

National Association of Life Under- 
writers’ Program. 

Association of Life Agency Officers 
Meeting. 

Southern Industrial Conference. 

F. W. Koeckert Goes With Commer- 
cial Union. 

Home to Double Capital. 

Review of Hail Insurance Season. 

Police Commissioner Enright Ad- 
dresses Casualty Men. 











to the Conservation of Business.” Radi- 
ating from this are such particular and 
important topics as the chief qualities to 
be sought in selecting branch managers, 
general agents and agents, considering 
renewal of business as of equal impor- 
tance with production of volume; the 
value of a rating scale in making such 
selections; the relative advantages of 
centralized and de-centralized control of 
branch offices; the extent of the aid de- 
sirable from home offices in choosing local 
agents; the cost of lapsation; the value 
of institutional advertising; the best 
method of compensation, and -other es- 
sential features of the business. The 
co-operation of officials of numerous 
large companies, who are in charge of 
the production of business, is well cal- 
culated to maintain the field work upon 
a high ethical plane. 


RASTIC and immediate action by 
the civil authorities in dealing 
with night riders will be required if 
the protection of the insurance compa- 
nies is to be maintained in those districts 
of the South where outbreaks of violence 
and incendiarism been reported. 
Unless there is a guarantee of proper 
measure of protection by the people, a 
withdrawal of insurance policies from 
cotton, cotton gins and warehouses seems 
to be not improbable. The companies 
feel that no effort should be spared in 
prosecuting the night riders, where it can 
be shown that the fires were plainly of 
incendiary origin. In fact such prosecu- 
tion must follow if the farmers and gin- 
ners of the districts affected hope to re- 
tain their insurance. While the persons 
who have engaged in these raids seem 
to have acted upon the belief that the 
burning of cotton would raise the price, 
it is certain that the actual result of 
such practices can but lower the present 
scale, as the banks will refuse to carry 
loans on cotton from which fire protec- 
tion had been withdrawn. Asa Southern 
business man pointed out last week, 
without the protection of fire insurance 
cotton would be an absolute drug on the 
market and not worth five cents a pound, 
the banks would not want to lend money 
on it, and no one would want to buy it 
if he could not insure it. The situation 
needs intelligent consideration and the 
wholehearted broad-minded co-operation 
of all parties interested. 
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By C. B. Petrie, Jr. 


Once upon a time there was a man—a very 
foolish man. 

He loved a girl—a very beautiful girl. 

One night ’neath a moon of silvery sheen 
and a spell of love confided, their lips met. 

Now she is happily married— 

But not to her lover of that luna-lit evening. 

In his enthusiasm he idiotically “told the 
world” and as a natural corollary lost her in 
the competitive rush precipitated by his paeans 
of praise. 

Irrelevant and useless though this laconic 
little fable may look to the “business eye,” it 
is not irrelevant nor is it useless. In strict 
contradistinction, it bears a message as perti- 
nent as a panacea for prohibition and as prac- 
tical as currency itselfi—a message of moment 
to every Tom, Dick and Harry in the business 
of insurance, be he company executive, agent 
or broker. In its own modest and, perhaps, 
frivolous way it patiently and patently calls 
their attention to the tremendous power of ad- 
vertising—a power that for the most part they 
have failed to harness effectually to their busi- 
ness chariots. 


HERCULEAN ASPECTS OF ADVERTISING 

From a meager hand-bulletin and patent- 
medicine beginning a half-century ago, adver- 
tising has developed into an art among arts— 
and as paradoxical as it may sound in contrast 
—one of the most commercial things in a busi- 
ness man’s repertoire. It is art for mart’s sake 
these days, and history shows us that American 
industry has made its greatest advances during 
the past fifty years—in spite of the Great World 
War, too, with all its topsy-turvy-turning pro- 
pensities. The reason for this sudden burst of 
speed is self-evident, when it is recalled that 
that same period has marked the modern de- 
velopment of advertising, that art as old as 
man, yet ever new. It is only since the silent 
voice of advertising—Big Business Selling 
Voice—has been talking to the nation’s people 
that America has come into its commercial 
own. 

As a result advertising to-day may be said 
to stand pre-eminent among the recognized in- 
fluences in our national life—the business man’s 
staunchest handmaid—an indispensable corner- 
stone in the massive commercial structure that 
is America’s. 

That advertising merits these apparent 





hyperboles is unquestionable. Business records 
of the present and past stand as mute but un- 
deniable witnesses, eternally proving that one 
point. 

Victrola, Uneeda, B. V. D., “They Satisfy,” 
57 Varieties—what would these collections of 
vowels and consonants connote to your mind 
were it not for advertising? They would be 
as meaningless as the babble of an antediluvian 
ape. Asa result of effective and ever-persistent 
advertising on the part of manufacturers of 
these articles, however, nine out of the pro- 
verbial ten men think of phonographs in terms 
of “Victrolas,” of soda crackers in terms of 
“Uneeda,” of underwear in terms of “B. V. D’s.” 
They have become household words, quite 
commonly used as substantives in referring to 
other brands of the same product. 

What an asset to any insurance company! 

To have its name subconsciously flash on 
the public’s mental screen the instant “insur- 
ance” is mentioned! 

What an asset to any agent! Or broker! 


ScorE ONE FoR THE PRUDENTIAL 

Perhaps the nearest approximation to such 
an advertising feat in the world of insurance 
is the record of the Prudential Insurance 
Company of America, “Prudential”—“Strength 
of Gibraltar’—“life insurance’—these three 
things unalterably are associated in the minds 
of millions of people throughout the country. 
Why? Because for more than a generation, 
through varying word and picture, that com- 
pany has told and retold America its story. 
Always there has been that stroke-of-fortune 
trademark, the Rock of Gibraltar, bearing its 
slogan: “The Prudential has the Strength of 
Gibraltar ;” always the rock, sometimes in light, 
sometimes in shadow, but always the rock with 
its inscription and the text below linking the 
name “Prudential’’ with its policies. The 
cumulative effect generated by such an adver- 
tising campaign is undeniable as examination 
of the annals of Prudential history will prove. 

Despite its ever-lengthening chain of in- 
comparable achievements, however, advertising 
in large and generous display generally is ac- 
corded but a luke-warm reception in the House 
of Insurance. There are exceptions, of course. 
But these exceptions merely make more glar- 
ing the apparent indifference of other members 
of the fraternity. 

The interrogation immediately — presents 
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itself: “Why should a profession, having in 
its ranks such a fine array of fore-sight, clear- 
thinking, “big-business” men, fail to adapt 
such a force as advertising to their own needs 
to the limit of its potentialities?” 

A careful diagnosis of the situation would 
seem to reveal the fact that more than any- 
thing else this lack of enthusiasm is due merely 
to traditional conservatism. 

Time was—and not many years agone 
insurance interests, for the most part, were so 
impressed ‘with their own importance that the 
faces they turned toward the world assumed 
an undue amount of alleged dignity. As a 
result their advertising, mirror-like, was char- 
acterized by a cloistered conservatism that 
would put monastic rulings to shame. In 
those days, cold figures and base statistics, 
laboriously compiled by dull data mechanics 
with slide-rule and cotangent, were jammed 
into small “card” spaces. Subnormal in tem- 
perature they created but tepid acceptance on 
the part of the public. 

And the strange, and yet pathetic, part of it 
all is that certain companies, agents and 
brokers still are laboring under the tethering 
trammels that bound their predecessors and 
devitalized their advertising. They foolishly 
continue slaves to the absurd practices of old, 
blindly cleaving like so many heathen Chinese 
to patriarchal precedent and snorting indig- 
nantly whenever advertising aggressiveness 
broaches an innovation. 





when 


“Rrp Van WINKLE” Act IN ProGrEss 

Wide awake interests, however, are answer- 
ing the call of the new day and with untiring 
zeal are striving to put before the public adver- 
tising of the “1oo per cent attention-value” 
type. ; 

And be it stated herewith and at this time. 
in legal parlance, that the mounting price of 
white space makes this a question increasingly 
important. 

Insurance in all its varied and varying rami- 
fications is replete with wondrous oppor- 
tunities for the shrewd advertiser. The ver) 
nature of its service, unaugmented, makes 2 
fundamental and ineradicable appeal to human 
consciousness that is well-nigh irresistible : 
But that basic appeal properly exploited in 
printer’s ink and aided perhaps by the skill of 
an artist drives its lesson home with the force 
of a thousand hammers. 


* “THE GOODS, PLUS PERSISTENT ADVERTISING MEANS SUCCESS.” 
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It is at once a pity and a blessing that no 
dogmatic principles can be laid down for the 
concoction of attention-compelling advertise- 
ments. There are, however, certain gener- 
alities that profitably may be borne in mind in 
the preparation of advertising, whether it be 
for pamphlet, newspaper or magazine usage. 

Stop! Loox! Listen! 

That’s what your advertising must sema- 
phore. 

Make your lay-out say: “Stop,” your picture: 
(if you use one) “Look,” your copy: “Listen.” 

“Let’s see that picture.” 

How often has this request reverberated in 
your ear! As often as “gimme,” we'll wager! 

And what does it mean to the advertiser? 
It means that the pictorial appeal is universal; 
that a graphic picturization of his product or 
service, rightly conceived, ordinarily will carry 
home his story within the twinkling of an eye. 
Further he knows it is there to stay. The 
memory of an unique illustration is enduring. 
It leaves an impress in the cerebrum of its 
beholder that time itself cannot permanently 
efface. 

Art first was introduced into the world of 
advertising that “he who runs may read.” And 
well it has performed its appointed task. It 
is the only sure way that the elusive myriads 
of that type can be reached. What is more. 
however, if the picture itself is really vivid 
and intriguing, often even the busiest, after a 
second glance, will stop in his pell-mell rush 
to read farther. And the second important 
function of the picture has been fulfilled. 

Then, after you’ve got the public “listening,” 


Be Brier! 

Brevity is the soul of successful advertising 
as well as dog-eared “wit.” It is better to boil 
your story down to a few gripping paragraphs 
and have it read than to tell alf you know, 
congesting it to the suffocating point, and have 
the greater part of it escape the reader entirely. 

Which reminds us that reams and reams of 
high-flown copy have been written about “The 
Psychology of Advertising” and its importance. 
When pruned of all its grandiloquent phrases 
and ethereally vague terminology, each and 
every ream merely says: 


“Know HuMan Nature” 

“Know human nature’—that is the essence 
of it all. The rest is but the uncalled for 
screeching of wordy wind-bags. To escape 
condemnation on that same score and to prac- 
tice the gospel we preach—on to the next point! 

Text and pictures you may have in abund- 
ance, but unless they are spiced with ORIGI- 
NALITY, tanged by that something com- 
monly denoted by the term “INDIVIDU- 
ALITY”’—Fate ordinarily will write “failure” 
across your advertising campaign sheet before 
even your first appeal has appeared in print. 

Beaten trails in advertising, unlike those of 
the world, lead nowhere. To be effective the 
company or agent or broker must delve into 
the virgin fastnesses of imagination and mine 


from its-depth something new on which the 
whimsical public may feast its jaded eye. An 
ounce of invention is a veritable pound of 
lure as far as the public is. concerned. Con- 
centration is inevitable where a real gem of 
“differentness” is found ’midst pages of verbal 
ponderosity and digital dullness. 

Hence, let not the campaign plotter put his 
faith in the bromidic and stereotyped. Let his 
ruling passion ever be “to avoid the trite, 
abjure_ the and eschew the 
tedious.” 

Next: 


commonplace 


“WATCH THE FASHIONS” 

Not only must the “Big Idea” of your ad- 
vertising diverge from the usual, but likewise 
its physical dress must be distinctive to 
make it conspicuous among its contemporaries. 
(This latter injunction applies particularly to 
newspaper and magazine advertising, of 
course.) With the thought firmly fixed in 
mind that, practically speaking, everything i 
life goes by comparison, study the publication 
into which your “ad” must go. Then plan ac- 
cordingly. The mass of detail and type in your 
space cannot take on the same tone as that 
which surrounds it, else its impelling power 
is lost. The eye for which it was intended will 
dance dazedly about for some one place to 
land on the page, become hopelessly confused 
by the maze of congested text and pictures and 
hurriedly search for other and more restful 
areas, 
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WuHitEe SpaceE—AwN Eye Lure 

In listlessly thumbing the leaves of a pub- 
lication haven’t your eyes at times been drawn 
unconsciously to one and only one particular 
appeal on that page? Undoubtedly. Then, 
as a reaction, have you ever tried to analyze 
its composite ingredients to discover “just 
why ?” 

No? 

Well, often, if you took the time to investi- 
gate, you would find that it was due to a 
liberal splash of WHITE SPACE—plus 
shrewd composition. To the matter-of-fact 
business man only that part of an advertise- 
ment which shows or talks is valuable.. White 
space gleams into his eye as nothing short of 
a hideous waste of money, as so much lost 
space. But it is not “lost” space. On the con- 
trary it very often constitutes that intangible 
something by which a hurried public finds a 
particular appeal. So bear white space in 
mind as a strong ally. It more than once has 
helped an advertiser to dominate the page. 





HamMeErR! Hammer! 


To dominate! That ever has been the hue 
and cry! And within the past few years with 
crowing confidence in the need and force of 
advertising has come the solution—“FULL 
PAGES.” When an “ad” fills an entire page 
it is bound to be seen. There no longer is any 
camble as to which particular space will stand 
out, will catch and hold the restive public eye. 
So if you’ve got “the goods” and all that that 
phrase has come to include, the full page is the 
thing! It will pay you three-fold! As the 
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HAMMER! 


saying goes: ‘Tin horns can toot, but it takes 
brass trumpets to rouse men to battle!” 

But even so a constant clammer of little 
“toots” is far more effective in the long run 
than one mighty blast—then no more. It is 
not the tidal wave but the constant ebb and 
flow of lapping waters that wear away our 
shores. Likewise the comet comes and we 
think of it no more after its ephemeral flash. 
It flares, flickers and fades forever from the 
firmament and from our lives. But the fixed 
star we are ever mindful of—its steady gleam 
will not permit us to ‘forget. 

Similarly, no ideas can be driven tellingly 
into the public mind without constant repeti- 
tion. People naturally are busy with their 
own affairs and must be reminded frequently 
and endlessly. There can be no doubt but 
that it is better to apply the continuous urge 
of moderate-size space and travel steadily 
on its power than to coast on the impetus 
gained from a sensational spurt. 

Persistent plugging will carry you further 
and faster than intermittent bursts of speed. 

Remember the hare and tortoise. 

Whatever your advertising policy though— 
no matter how unique, how bold, how aggres- 
sive, how courageous—it will lead you nowhere 
—except mayhap to jail—unless you have 
“THE GOODS” to back it. 

Ponzi proved that! 

But if you have got “the goods” and can 
“deliver as per schedule,” persistent advertising 
will do more than anything else to make swift . 
and sure your journey along the difficult road 
to dollar-marked success. 


Monthly Dinner of New York Life Men 


The New York Association of Life Under- 
writers held its regular monthly dinner and 
meeting on Tuesday evening of this week at 
the Arkwright Club. The meeting was ad- 
dressed by W. G. Marvin, director of the 
legal and insurance department of the National 
City Bank. His talk was informal but of un- 
usual value and he was given a rising vote of 
thanks for his good efforts. 

Following the resolution of last month, 
which clearly defined the position of the asso- 
ciation in regard to unethical practices, a 
resolution was introduced by former President 
Charles Jerome Edwards, calling upon all 
members to place at the disposal of the ex- 
ecutive and business practices committees all 
information of illegal or unethical practices 
of which they might have knowledge. The 
resolution was unanimously passed and it is 
now hoped that the members will act in accord- 
ance, thus leaving the meeting free for social 
and educational purposes. 


Life Men Visit New Bedford 

Former President J. Everett Hicks, Franklin 
Janse and Robert W. Moore, Jr., of the Bos- 
ton association, visited New Bedford last week 
to assist in the formation of a life underwriters 
association in that city. D. Howard Nolan of 
the Metropolitan was elected as the first pres- 
ident, 
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Cleveland, Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








Fidelity Mutual Life Reaches $200,000,- 
000 Goal 


With the settlement of policy No. 313,034, 
for $5000, the insurance in force of the Fidelity 
Mutual Life of Philadelphia crossed the $200,- 
000,000 mark on Monday morning, November 
1. Thus the company’s 1920 program was com- 
pleted nine weeks ahead of time. 

President Walker Le Mar Talbot sent out a 
letter to the Fidelity field force, expressing his 
deep appreciation of the effort put forth by 
every agent who had had a share in this splen- 
did achievement, and saying that, while success 
has already crowned the company’s ambition, 
the year’s work will be far more satisfying if 
every agent and every agency turns in a com- 
pleted allotment card by December 31. 








CHICAGO 
NATIONAL LIFE 
INSURANGE CO. 


10 South La Salle Street 





NOW ORGANIZING 


AN ILLINOIS COMPANY OWNED BY 
ILLINOIS CAPITAL—MANAGED BY 
LIFE INSURANCE MEN 




















Boston Life Underwriters Elect C. C. 
Gilman President 

At the annual meeting of the Boston 
Life Underwriters Association last Tuesday 
Charles C. Gilman of the National of Vermont, 
was elected president, succeeding F. Lverett 
Hicks. The election was immensely popular, 
for Mr, Gilman is one of the few agents, as 
distinct from general agents, who have filled 
the office. The membership rose during the 
year under the stimulant of the National Con- 
vention from 367 to 1001. The dinner which 
followed was addressed by local speakers. 





Mid-Continent Life’s Big Business 

The Mid-Continent Life Insurance Com- 
pany of Oklahoma City is showing a remark- 
able growth this year. In the first nine months 
of 1912, the company has written $11,120,000, 
as compared with $4,500,000 for the same 
period last year, 

The members of the $100,000 Club are hav- 
ing a referendum as to whether its meeting 
shall be held in the South during the winter 
or in Colorado next summer. 


H. J. Powell General Agency Meeting 

The annual convention of the Henry J. 
Powell general agency of the Equitable Life 
of New York, at Louisville, Ky., was held last 
week, About 100 agents participated, and Vice- 
President John A. Stevenson and others from 
the home office attended this important gather- 
ing. 

MODERN WOODMEN OF AMERICA 


Examination Made by Insurance Depart- 
ments of Illinois, Indiana, Mississippi 
and Nebraska 


The Modern Woodmen of America, Rock 
Island, Ill., was recently examined by the In- 
surance Departments of Illinois, Indiana, Mis- 
sissippi and Nebraska, the examination cover- 
ing the years 1917, 1918 and 1919. The last 
previous examination of the order had been 
made in 1917 by the Insurance Departments 
of Illinois, New York, Missouri and Wiscon- 
sin, the investigation then made covering the 
years 1913, 1914, I915 and 1916. The ex- 
aminers state that they investigated the books, 
records, files, vouchers, assets and _ liabilities, 
and were assisted in their work by the various 
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heads of departments. They further state that 
the books and accounts appear to be carefully 
and correctly kept, and are periodically ex- 
amined and audited. 

As of December 31, 1919, the assets are given 
as $14,865,006, and the liabilities as $2,592,841. 
The assets included real estate, $1,381,014; 
mortgage loans, $877,175; bonds, $7,038,001! : 
cash in bank, $3,527,835; interest due and ac- 
crued, $110,981; assessment received by heat 
banker, reported in January, 1920, $604,500: 
assessment in: hands of subordinate lodges 
turned over in January, 1920, $1,325,500. The 
liabilities consisted of $2,462,198 of death 
claims, and $130,643 of salaries and other ex 
penses. 

The real estate consists of the home office 
building in Rock Island, which cost $328,228, « 
separate publication building which, with ad- 
ditions, etc., cost less than $50,000, and th« 
sanatorium buildings and improvements, lo 
cated in El Paso county, Colo., which cost 
$1,003,116. These properties were paid for out 
of the general or expense fund of the society, 
and are carried at cost among the assets. 

The society holds mortgage loans valued at 
$877,175, which are carefully purchased under 
an agreement by the seller to repurchase within 
a year if not found satisfactory. All papers 
pertaining to these loans were examined ani 
found complete and__ satisfactory. 3onds 
owned, mainly United States Liberty Bonds, 
the remainder being school district and road 
bonds, are valued at $7,038,091, and these 
were counted and inspected by the examiners. 

The cash deposited in 231 banking institutions 
throughout the country aggregated $3,527,835. 
the deposits being verified by bank officials. 
Because of the influenza epidemic, etc., the 
cash balances were larger than usual, but tlie 
executive committee was preparing to invest 
$1,000,000 of the cash in bonds. Each de- 
pository furnishes a surety bond guaranteeing 
the amount on deposit. 

During the war a patriotic fund was started, 





The Test of Service 


The ultimate success of a life 
insurance company depends upon 
what those who have bought its 
policies in the past think of the 
service they have received. The 
Massachusetts Mutual passes this 
test with flying colors. Over 
$45,000,000, or 35%, of the busi- 
ness delivered last year was on the 
lives of men and women already 
insured in the Company. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Spri: gfield, Mass. incorporated 1851 
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WANTED 


to get in touch with Life 
Insurance <Agents and 
General Agents for State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 


Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 














CENTRAL LIFE 


Assurance Society 
of the United States 


== DES MOINES, IOWA== 


Insurance in Force: 


$100,000,000.00 


Assets over 


$9,000,000.00 


Double Indemnity, 
Disability 


Child’s Endowment 























| A SSS IE 
Insurance Sales Letters 


Open the way to real business—create a leen 
realization of the value of adequate insurance and 
Prepare the way for a personal call to close the app'i- 
cation. More than 400 salesmen are using Hall i) 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, ‘‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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under which members contributed ten cents 
per month on each $500 of benefits, the purpose 
being to pay claims of soldiers and sailors 
holding benefit certificates. The unusually 
heavy losses in the period covered by the ex- 
amination, due to influenza and the war, caused 
an excess of losses over the assessments re- 
ceived, but this was nearly made up by receipts 
from interest and the patriotic fund, which 
latter alone yielded $4,528,012. The excess 
losses due to influenza alone were reported by 
the examiners to have aggregated $6,731,956. 
In the first five months of 1920 the receipts 
from assessments were again well in excess of 
the losses paid, such excess having amounted 
to about $1,200,000. 

The general fund of the society, from which 
expenses are paid, is maintained by a per 
capita tax of $1.80 per member per year, and 
from sales of supplies, interest on deposits, 
etc. Out of the per capita tax, thirty-six cents 
per member per year is set aside for the 
maintenance and operation of the sanatorium, 
which is designed for the free treatment of 
members afflicted with tuberculosis. 

The examiners report that the business af- 
fairs of the head clerk’s office are system- 
atically arranged, and in charge of competent 
and intelligent persons, and the society is given 
credit for paying just claims promptly and in 
full. 

As of December 31, Ig19, there were 1,054,131 
certificates in force, amounting to $1,627,088,- 
500. The order issues only one uniform benefit 
certificate, in multiples of $500 up to a maxi- 
mum of $3000. The order also, by its by-laws, 
provides that at age seventy a member, if dis- 
abled, may withdraw, and receive an amount 
equal to all benefit assessments paid by him. 

The calculation of present values of future 
death benefits and of future assessments indi- 
cates a tabular deficit of $278,144,715, repre- 
senting a decrease in the deficit during the 
year 1919 of $145,665,904, which was due to 
the readjustment of March, 1919, and is a long 
step in the direction of actuarial solvency. The 
examiners also analyzed the order’s mortality 
in various groupings, and show that approxi- 
mately three-quarters of the excess mortality 
in the last three years was chargeable to war 
and influenza. The average age of members 
is put at 43.10 years, and the average amount 
of insurance in force at $1534. 

In concluding their report, the examiners 
congratulated the society upon the adoption of 
an increase in rates, effective July 1, 1919, 
which they characterize as having been a step 
in the right direction. The Modern Woodmen 
of America is shown by this report to be the 
largest fraternal society in the United States 
both as regards membership and insurance in 
force. 


—The Provident Life and Trust Company of 
Philadelphia has decided upon the restoration of its 
1919 dividend scale for the year 1921. 

—Dr. Frederick L. Hoffman, third vice-president 
and statistician, The Prudential Insurance Company 
of America, is the author of a tribute to the late 
General Gorgas in the September issue of Medical 
Insurance and Health Conservation. : 
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The 
PERFECT 


PROTECTION 
POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolute- 
ly new and different to talk 


to.your prospects. 
a chance to earn more money 


Gives you 


than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The Accident and 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 
panies. Our agency contracts 
are as liberal as can be made. 


WRITE AND WE WILL TELL 
You More ABouT OURSELVES 


Reliance Life 


Insurance Company 
of Pittsburgh 


Farmers Bank Building 


PITTSBURGH, PENNSYLVANIA 














THE SPECTATOR 


Thursday 














JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


25 CHURCH STREET 
NEW YORK 


CHICAGO 
Insurance Exchange Building 


NEWARK PHILADELPHIA 
Firemen's Insurance Building 1022 Lincoln Building 


Our SPECIAL SERVICE 
DEPARTMENT 


has frequently been the 
means of disclosing condi- 
tions in the detail of the 
work of Insurance Offices 
that were not known to 
exist and paving the way to 
large savings. 


Talk your problems over 
with us. An interview will 
not obligate you in any way. 


JOSEPH FROGGATT 


President 





LINCOLN WON— 


Because of his steadfast adherence 
to worthy ideals of service. 


LINCOLN LIFE WINS— 


Because its high service ideals, taken from the life of 
Lincoln, have been faithfully maintained. It co= 
operates with every salesman, who measures up to Lin-= 
coln Life standards, with an enthusiasm which makes 
him a leader in his field. 





This aggressive loyalty to Lincoln Life ideals, showin 
in the fine morale of every branch of the Company’s 
service, makes it eminently worth while to— 


‘ 


Cink uP (Jwinn THE () ()LINCOLN) 
rt 


The Lincoln National Life Insurance Co. 
“Its Name Indicates its Character” 


Lincoln Life Building 
Now More Than $150,000,000 In Force 











Fort Wayne, Indiana 























Policies issued on the Perfected En™ 
dowment Plan are 


BEST FOR THE INSURED 


because they are a recognition of his rights to the investment 
portion of his reserves at interest, and this amount is paid to 
his beneficiary in case of death in addition to the original sum 
insured. If necessary he may borrow these reserves without 
diminishing the original sum insured as a death claim. The 
cash values are larger than under ordinary endowments. 


BEST FOR THE AGENT 


because they are easier to sell, with larger new commissions 
and renewals. They will remain in force longer because the 
wiles of the twister will not prove effectual, nor are they liable 
to lapse when collateral policy loans have been obtained. 


BEST FOR THE COMPANY 


because they will be more persistent, and as they mature at or 
before age 70, when the experience equals or exceeds the tabu- 
lar, there will be larger gains from mortality with excess 
interest and loading savings meanwhile. 

A twenty-four page book, setting forth other reasons, will be 
sent on receipt of 8c postage, which you should have in order 
to ascertain how much easier it will be to sell this form of in- 
surance than to compete against it. 





Imperial Building 
411=413 Walnut Street 
Philadelphia 
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NATIONAL ASSOCIATION 


Life Underwriters Outline Sixteen 
Points Upon Which to Base Its 
Service 








PRINCIPALLY AS AID TO AGENTS 





End Will be to Promote Better Citizenship 
and Extend Knowledge of Life In- 
surance Principles 


In order to provide for America’s needs by 
promoting better citizenship and by helping to 
counteract any tendencies toward radicalism, 
the National Association of Life Underwriters 
has submitted. a definite, co-operative under- 
writing program for improving and extending 
the service of leéal reserve life insurance. The 
association suggests a plan of work for 1920 
and 1921 which, it hopes, will serve as a basis 
for a permanent upon which to 
build a bigger and better life insurance service 
for the needs of the American people. 

1. To help all agents to get a clearer vision 
of the stabilizing influence of life insurance 
when presented on a basis of creating an estate 
that will take the place of personal earning 
power lost through the individual’s death or 


foundation 


old age. 

2. To educate the patrons and beneficiaries 
of life insurance to understand and appreciate 
that they are, as such, the principal owners of 
our railroad and public utility bonds and farm 
and real estate mortgage loans, thereby giving 
them an economic interest in the basic in- 
dustries of the Nation: To educate lite insur- 
ance salesmen to show the business men of the 
country how our business helps their business 
by anchoring their employees to a definite 
financial life program, thereby making them 
actual property owners having a greater ap- 
preciation and respect for the property of 
others. 

3. To promote and encourage better trained 
salesman through: 

a—Schools of Life Insurance Salesmanship. 

b—Sales Congresses. 

_ c—More systematic planning of sales meet- 
ings. 

d—Securing and establishing supplemental 
educational courses in the Carnegie Tech. and 
other institutions on stich subjects as: 

1. Agency management. 

2. Inheritance Tax Insurance. 

3. Business Insurance. 

4. Group Insurance, etc. 

e—Through Life Association News and 
through publications of sales and text books 
and educational circulars, 

4. To participate in the promotion of thrift 
through the medium of life insurance, and 
particularly to co-operate with all national 
thrift movements. 

5. To further increase the uses of life in- 
surance, such as: 

a—To protect credit. 

b—For bequests. 

c—To promote education, etc. 

6. Through the insurance of women to 
taise the countrys appreciation of their eco- 
nomic value, whether actually engaged in gain- 
ful occupations or as housewives. 

7. Securing and disseminating information 


about Federal rulings favorable to the spread 
of life insurance, and to combat all tendencies 
by Congress and State Legislatures to add 
additional burdens to life insurance. 

8. General health, 
and thrift through life insurance. 

9. Formation of public opinion on taxation 
ot life insurance through the agency force. 


promotion of welfare 


10. Encouragement of legislation helpful 
to life insurance. 
11. Improvement of license laws for life 


insurance men, to be issued separately from 
general insurance licenses. 

12. To amend the constitution and by-laws 
of the National Life Under- 
writers so that each member of tocal associa- 
tions will be ipso facto a member of the Na- 
tional Association. 

13. The maintenance and improvement of 
the 
possible friendly relationship between under- 
writers, 

14. Retaining all present members and en- 


Association of 


business ethics by encouraging closest 


couraging and increasing association member- 
ship through the help of insurance companies, 
agency organizations and the insurance depart- 
ments. 

15. To promote the general welfare of the 
companies by helping to conserve the insur- 
ance accounts and agency forces of all legal 
reserve companies through: 

a—Training and educating underwriters 
everywhere that in a proper discharge of their 
duties it is incumbent upon them to consider 
all legal reserve life insurance policies in 
force as sacred public welfare contracts, and 
a part of their duty above all else to help edu- 
cate the policyholders and beneficiaries in the 
importance of maintaining these policies in 
full force and effect. 

b—Combining all organized interests in the 
business of life insurance, in raising the morale 
and solidity of agency organizations, and to 
oppose twisting of agents from their established 
connections, as well as discouraging (in their 
hehalf) agents negotiating for other contracts 
while still retaining connections with other 
companies. 

16. Co-operate heartily with all life insur- 
ance companies in advancing the interests of 
the business, particularly through the Presi- 
Life Con- 
vention, Association of Life Agency Officers, 


dents Association, the American 


and the Convention of Insurance Commission- 
ers, etc, 


Tom Poynor Joins United Fidelity Life 

Tom Poynor, vice-president of the Southern 
Union Life of Waco, Tex., has resigned to be- 
come vice-president and agency manager of the 
recently organized United Fidelity Life of 
Dallas, Tex. Mr. Poynor has had a long and 
successful underwriting experience and is cer- 
tain to build up a strong agency force for the 
United Fidelity Life. 


Praetorians New Policy 
The Praetorians of Dallas, Tex., is issuing 
a new whole life policy which has cash sur- 
render and loan values as well as accident, old 
age and disability benefits. The certificate pro- 
vides a cash settlement at age of seventy. 
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LIFE AGENCY OFFICERS CONVENE 


Program of the Fourth Annual Meeting 
Being Held at Chicago 


Below will be found the program of the 
fourth annual meeting of the Association of 
Life Agency Officers, which is being held this 
week at Chicago: 

WEDNESDAY, NOVEMBER 10 


General business: Report of executive committee; 
report of secretary-treasurer. 

Discussion—“‘Branch General 
and Agents,” led by C. C. Ferguson, Great Western 
Life Assurance Winnipeg; Matthew 
Walker, Provident Life and Trust Company; E. D. 
Field, National Life, Vermont; H. B. Gunter, South- 
ern Life and Trust Company. 

“The Value of a Rating Scale in the Selection of 
Managers and Salesmen,” by Carl A. Secoy, Phcenix 
Mutual Life. 

Discussion—What Are the Advantages in the Con- 


Managers, Agents 


Company, 


servation of Business in Force of— 
A. Centralized Control of Branch Offices, by L. 
Seton Lindsay, New York Life, and Chas. W. Helser, 
West Coast Life. 

B. De-Centralized Control, by Glover S. Hastings, 


New England Mutual, and H. M. Woollen, American 
Central. 
Discussion—““To What Extent Should the Home 


Office Serve the Branch Office in the Selection of the 
Local Agent,” by James C. Tory, Sun, Montreal; A. 
G. Borden, Equitable of New York; E. S. Albritton, 
Minnesota Mutual; J. H. Jefferies, Penn Mutual. 
“The Cost of Lapsation,” by Franklin B. 
Mead, secretary and actuary, Lincoln National. 
Institutional Adver- 


Minor Mor- 


Address: 
Discussion—“The Value of 
tising in a Conservation Campaign,” by 
ton, Volunteer State. 

Informal Dinner, 7 P. M-- 
\tlantic Life, 
Wm. E. Taylor, 
mond W. Stevens, 
Federal Life. 

THURSDAY, NOVEMBER 11 

Discussion—“‘The Manager’s Function in the Train- 
ing of Salesmen,” by Dr. J. A. Stevenson, Equitable 
of New York, C. C. Blevins, Des 
Moines. 

Discussion—“‘What Method of Compensation Is 
the Most Useful in Keeping Business Upon the 
sooks ?” 

A. For Managers, by J. E. 


Speakers: C. G. Taylor, 
president American Life Convention; 
Equitable Life of New York; 
Illinois Life; Isaac Miller Hamil- 


Ray- 
ton, 


bankers of 


and 


Kavanaugh, Metropoli- 


tan; C. H. Jackson, Security M'utual; Harry L. Seay, 
Southland. 

B. For Agents, by A. F. Hall, Lincoln National, 
and Emmet C. May, Peoria. 

Address: “Co-operative Underwriting and_ Its 
Effect Upon the Conservation of Business,” by Or- 
ville Thorp, Dallas, Texas, president National Life 
Underwriters Association. * 

Address: ‘The Place for Research in the Future 


Program of Production and Conservation in Life In- 
surance,” by J. M. Holcombe, Jr., manager Sales Re- 
Division, Phenix Mutual. 
Possibility 


search 
Desirability of 
by Chas. Hoy- 


and 
Life Insurance,” 


Discussion—“The 
Central Research in 
meyer, Union Central. 

Address: ‘‘The Effect Life 
Passing from a Buyer’s Market to a Seller’s Market 
by Philip Burnet, Continental 


Upon Insurance in 
in American Business,” 
Life, Delaware. 

Closing Words, by Sidney A. 
Mutual. 


Foster, Royal Union 


Provident Life Reinsures 
The Provident Life of Des Moines has ar- 
ranged to reinsure its outstanding risks, about 
$7,000,000, in the Standard Life of Decatur, 
Ill. 


The Citizens Mutuyl Life Insurance Company 
(Negro), with headquartgys 3 Little Rock, Ark., has 
been licensed to’ transact kfé 
the assessment pla:. 


insurance busimess--on 
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Agents, the Need for Hartford Policies 


Is Steadily Growing 


to insure—new hazards to insure against. 

Richer grows the field for writing increased 
business. Prospects for “Hartford” agents were 
never better than right now. 


| UMAN industry is constantly creating new wealth 


The Two Hartfords offer these facilities for making 
sales: 


The needed policy. 
Complete protection. 
Loss-paying ability. 

110 years’ honorable history. 
A well-known name. 
Vigorous advertising. 


Nn wWwd 


These forces coupled with yours should surely win 
in the competition for business. Let us find out. 


Write for agency particulars. 


Hartford Fire Insurance Co. 


Hartford Accident and Indemnity Co. 


Hartford, Connecticut 
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John E, King, Pres. 
Orrin C. Lawrence, Treas. 











King, Alley and Lawrence, Inc. 


Underwriters 


136 William Street 
New York 


Acceptable risks solicited in all parts of the 
United States, Canada and Cuba 


B. J. Alley, Vice-Pres. 
John B. Sirich, Sec’y 

















NEW YORK SURVEYS 
Fire Insurance Courses. R. 
lardy, secretary of ‘the Insurance Society of 


Edward 


New York, is kept pretty busy with the lecture 
courses at this time. For November 8 and 15 
his schedule shows lectures in the junior year 
course on the “History and: Purpose of Fire 
Insurance”; on November 9, 16 and 30, lectures 
in the intermediate year on “Fire Insurance 


Kating,” and on November 11 and 18 and 
December 2 and 9, lectures in the senior 
year upon “Fire Insurance Rating (Dean 


” 


Schedule) 
The Examiners’ Group.—A great deal of 
interest is manifested in the call sent out by 
the Insurance Society in relation to the ex- 
aminers’ group. Nearly every office is sending 
two of its members to the initial meeting, to be 
held this (Thursday) afternoon at 5:15. The 
robabilities are that at least thirty offices will 
represented. 

Local Chapter of the N. F. P. A.—On 
at 12:30, at the Drug 
| Chemical Club, a meeting of the executive 
mmittee of the local chapter of the National 
re Protection Association will be held. The 
ll comes from President J. E. Curtis of the 
enix Assurance Company, who is proving 


Friday, November 12, 


most activé worker in the local chapter. 


Starting Something.—The reported ac- 


of the Baltimore agents on the commis- 










sion question, or rather an approach to the 
quéstion, interesting 
What will be the result does not yet 
appear, but possibly the result will resemble the 
iik which the small boy spilt on the tablecloth; 
after doing so he remarked that “that remains 


commission is quite an 


niatter. 


to be seen.” 


The Blow Torch. damage to 
church undergoing repairs, the fire being started 
by a blow torch, calls attention again to this de- 
vice, which is the source of many fires. It ought 
to seem possible to exercise larger care in the 
handling of blow torches. Why would it not 
be well to institute a special educational cam- 
paign with this view in mind? It is singular, 
hut churches are especially susceptible to dam- 


The a 


age from this cause; at least, it appears to be 


the occasion of an undue number of fires in 


church properties. 
The Valued Policy. 


being expressed in some quarters lest the enor- 


The fears which are 


mous push for valued policies might lead many 
who are opposed to those policies to grant them, 
the the demitasse 
was being served, the following story: At a 
political convention the leader of one side, who 
was asked during the proceedings how matters 
were going, expressed optimistic views, but 
coupled with these he said, “I have a certain 

After it was over and his side had lost, 
one referred to his remark, and asked 


recalled other day, when 


fear.” 


some 


GLOBE NATIONAL 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 


EDD G. DOEREFLER, Secre 


REINSURANCE ONLY 


just what he meant. “Well,” he said, “I was 
afraid they would buy us and they did.” 
Election Fires.—While not contrary to 
expectations, the rain on election day was of 
advantage from a fire insurance standpoint. 
There were approximately in the twenty-four 
120 This 


120 excellent opportunities 


hours of November 2 fire alarms. 
there were 


for a good-sized fire in New York city, and yet 


shows 
we came through fairly well. Of course many 
ot these were bonfires, but a bonfire has the 
same possibilities for starting a vicious fire as 
any other kind. 


BOSTON AND VICINITY 
Boston Board Elections.—The 
meeting of the Boston Board took place on 
Tuesday of this week. The slate of the nomina- 
committee was elected, with 
C. H. J. Kimball, due for a second term, being 
named to succeed himself. A pleasing feature 
of the nomination was the selection of Alfred 
Davenport as vice-president, for Mr. Davenport 
has long been an active worker in the Board’s 


annual 


tion President 


interest. 

A Veteran in Fire Insurance.—Vice- 
president W. D. C. Curtis of the Dorchester 
Mutual celebrated his eighty-seventh birthday 
last Thursday. Mr. Curtis is the dean of the 
fire insurance fraternity and has a record of 
more than fifty years’ continuous service with 
the company. He is invariably at his desk by 
7 A. M. every day. 

Two Platoon System in Boston.—The 
two platoon system, which interests behind the 
firemen of Boston urged in a vigorous cam- 
paign, was again decisively beaten at the elec- 
tion last week. It will be recalled that the 
attorney for these firemen who led their fight 
this year, stated publicly that if they were given 
the one day off in three, no further concessions 
should be asked. 


PHILADELPHIA NOTES 

Business Reviving.—The cool weather 
seems to have stimulated business somewhat 
the past week. A number of new lines are 
being offered, and agents and brokers report 
It is thought that 
business will gradually improve during the next 
four or five weeks. here 
making soft drinks and commercial alcohol have 
just been reappraised by reputable concerns. 
Extreme surprise was expressed when it was 


some increased activity. 


Several breweries 
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IG F GOOD CASUALTY INSURANCE 
oe Sen Reserves and Surplus to Policyholders COMBINATION 
. $1,950,000.00 ONTRACTS 
LIABILITY BURGLARY ER me ve 
ACCIDENT CREDIT gRTH 3 in | 
HEALTH BOILER . LIFE 
AUTOMOBILE LANDLORDS LIF E HEALTH 
TEAMS ELEVATOR , ACCIDENT 
COMPENSATION GENERAL LIABILITY LIFE Sp 
vee 
Established ° 1869 om ue 
LONDON GUARANTEE & ACCIDENT nw see eee peti 
a ENGLAND Northern Life Building haic' dt Manis, Beat 
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l‘or an operati 


For women’s c 


THE OHIO CASUALTY INSURANCE CO. 


_A specializing company offering “the best in automobile 
insurance, 
B. D. Lecklider, President 
Howard Sloneker, Sec’y and Mer. 
HAMILTON, OHIO 


on, For men’s suits, 

a surgeon; 

lothes, 

a modiste; 
For automobile insurance, 


a tailor; 
For building plans, 
an architect; 


LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 

















fluence and 
munity ? 


If so, com 


+ Would you like to represent a life company in its 
home state where you will have back of you the in- 


Puritan Life Insurance Company 


A direct contract with the Company. 


interest of the biggest men in the com- 


e 
municate with 


CLINTON C. WHITE, Secretary 


Providence, R. I. 


General Agent’s Commissions. 


THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 











Producers who 


Policies on the market. 
Exper.ments, chance tor promotion. 
FEDERAL CASUALTY COMYANY «= «# «= DETROIT, MICHIGAN 


Sold by—DETROIT CASUALTY COMPANY «= = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 


WANTED 


desire the best monthly premium Health and Accident 
Excellent contracts. First-class Company. No 


POLICY WITH FUNERAL BENEFIT 




















C. E. Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fle. 
Accident and Health Insurance 


Commercial and Industrial 














Surety and Fidelity Bonds 


American Bonding and Casualty Company 


ES 
AMERICAN BONDING 


rv) 
CASUALTY COMPANY 
SIOUX CITY 





Casualty Insurance 


Home Office: Sioux City, lowa 
Gus. A. Elbow, President 


Assets June 30th, 


Over $850,000.00 in approved securities on deposit with Iowa Insurance Department for protection of policyholders. 
1919—$1,707,890.53 
The unprecedented growth of this company is evidence of the quality of our Service. 


Agents are invited to avail themselves of this 


service where we are not represented. 
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Fire Insurance 








learned that brewery machinery in the past two 
The 
new Philadelphia Sears-Roebuck plant is being 
offered here When this plant is com- 
pleted it will be the last word in fire resistive 
At present, however, the cut-offs 


years had increased 150 per cent in value. 
now. 


construction. 
between the sections are not installed complete, 
the sprinkler system is not in working 
Work is progressing rapidly, however, 


and 
order, 
and it is expected to be finished by the end of 
the year. Underwriters are passing moderate 
lines. 

Moral Hazard Again.—The Philadelphia 
Patrol last week found, upon answering a call 
on an upper floor in a good, modern fireproof 
building, that the stock, which chiefly 
ladies’ garments, had been well soaked and 


was 





THE SUPERIOR 
FIRE INSURANCE CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 
EDWARD HEER, Sec’y & Treas. 





Why not make room in your 
agency for a conservatively-man- 
aged, 
Company whose indemnity, treat- 


medium-sized American 


ment of agents and assured, will 
bear inspection for nearly half a 
century? 


Capital............ $500,000.00 


Surplus to Policy 
Holders 


Assets 


$981,011.90 
$2,644,765.88 














practically ruined by water and smoke, although 
the fire was only a minor one, and no water had 
been thrown on the fire or stock either by the 
fire department, as it had not arrived, or by 
sprinklers, as the building was not in this class. 
The assured evidently was out to collect a big 
water damage loss, but he overlooked the fact 
that the of the 
Patrol would almost certainly detect the at- 


ever watchful eye Insurance 
tempt. 

Luff-Puff Wedding.—Horace Luff, super- 
intendent of schedule rating in the brokerage 
office of Biddle & Bookmeyer, and Miss Flor- 
eice Puff, an employee of the same firm, were 
married in Philadelphia'a few days ago. 

General Agency Change.—The Under- 
hill & McClure Philadelphia general agency 
fer the Corroon companies, covering Penn- 
Maryland, has been discon- 
Pittsburgh 


sylvania and 
Their 
only will-be continued. 


tinued. local office in 


CHICAGO AND THE WEST 

James Powers Appointed Manager.— 
James Powers, for several years superintendent 
of the Western automobile department of the 
Queen, the for the 
American Eagle, and more recently manager of 
the automobile department of the Central Fire 
Office of Illinois, has been appointed manager 


later in same capacity 


of the National Automobile Insurance Associa- 
tion, a reciprocal, recently organized at Indian- 
apolis for the purpose of writing all lines of 
automobile insurance. 

Royal Western Department Changes.— 
The Western department of the Royal in Chi- 
cago will open an improved risk department. 
EE. F. 


aminers, will be in charge. 


Gregg, one of the company’s principal ex- 
Eis BE: 
to take charge of the Weste-n farm department 
of the Royal November 17. Mr. Peterson is a 
of Olaf 
Western f 
Phenix. 
with the Fidelity-Phenix, and was special agent 
for the farm department of the Insurance Com- 
pany of North America in Wisconsin. 

Central Fire Office Changes.—The Cen- 
tral Fire Office of New York, which has bee2 


Peterson is 


Peterson, superintendent of the 
department of the Fidelity- 
He had experience with his father 


sor 


tarm 


the general agency of the Knickerbocker, the 
American Equitable, Manufacturers of Chicago, 
and Great Lakes of Chicago, has decided to take 


up its Western department at Chicago, repre- 
sented by the Central Fire Office of Illinois. 
Charles W. Davis and George W. Stuck are the 
The Central Fire Office of 
Illinois was established a year ago and has done 
R. A. 
and T. A. Duffy, who control these companies, 
and have a large brokerage business in New 
York, feel that they can better direct the ac- 
tivities in the West from New York headquar- 
ters and thus centralize the management, 


Western managers. 


a very successful business. Corroon 


Illinois State Agent for Phoenix.—Urban 
M, Lelli has been made State agent for Illinois 
for the Phcenix of Hartford to succeed Robert 
C. Hosmer, who resigned to become assistant 
manager of the Western department of the 
National Liberty. Mr. Lelli has been special 
agent for the Phoenix in Missouri. 


THE LIBERTY FIRE 
INSURANCE C0. 








5 at Si 


Capital ial Surplus 
$450,000.00 


JOHN C. BARDWELL 


President 
H. E. Schultz, Vice-Pres. 
Oscar B. McGlasson, Vice«Pres. 
Chas. L. Hecox, Sec’y. 
E. E. Rebbing, Ass’t. Sec’y. 
Floyd E. Norwine, Treas. 
Clem Deck, Ass’t. Treas. 


W. K. Sease, General Agent, Columbia, S. C. 
Hornberger, Schmitt & Co., Gen. Agts-, San Antonio, Tex. 


Title Guaranty Bldg. St.Louis, Mo. 




















CAPITAL $500,000. 


CITY 


CAPITAL $250,000. 


COMPANY, 


NORTH BRANCH FIRE 


INSURANCE 





INSURANCE 
COMPANY, 


INCORPORATED 1911. 
NET SURPLUS $160,473.14. 





INCORPORATED 1870. 
NET SURPLUS $68,381.07. 


SUNBURY, PA. 


OF PENNA., PITTSBURGH 





ASSETS $1,392,556.14 


ASSETS $660,328.77 
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Extracts from Report of Examination of 


Southwestern Life Insurance Company 
By the State of Texas, June 28, 1915. 


“It is noteworthy that this Company was organized 
without any promotion expenses.’ 

“T beg to report further that I find the — in 
excellent financial condition. The volume of its business 
has steadily increased, its surplus is growing rapidly and its 
funds are being carefully conserved under expert super- 


vision.” 
HOME OFFICE, DALLAS, TEXAS. 








SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 





Stop! 





Look! 
Listen! 
A Michigan Company 


for 


Michigan People 


bien 
Co: 





Liberal Contracts to Live Agents 
Up to the minute policies. Write us. 


Detroit, Michigan 


ELMER BR. DEARTH 
President 














SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, a our 5% Farm Mortgage Bonds. 
rite for Particulars. 


GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 


SOUTHERN LIFE AND HEALTH INS. 
‘‘Oldest and Best’ 


Has openings for good debit men and business 
producers. 














Co. 


P, O. BOX 884 BIRMINGHAM, ALAe 


ILLINOIS LIFE 


INSURANCE COMPANY 


CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 















We have passed the 


HALF BILLION MARK 


with over $530,000,000 
of insurance now in force. 


BANKERS LIFE COMPANY 


Des Moines 





Geo. Kuhns, President 














Live Men Can Double Their Income 


selling our 
MONTHLY PENSION BONDS 
(copyrighte 
Under our Service Pension Contract 


The LaFayette Life Insurance 


Co. 
LaFAYETTE, INDIANA 


W. W. LANE, Secretary A. E. WERKHOFP, President 








Just the Book for Students in the Coming Examinations 
New, Improved and Greatly Enlarged Edition of 


Fire Insurance Inspection and Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Association 
Members, Insurance Society of New Yor. 


3200 DIFFERENT SUBJECTS TREATED 
NUMEROUS ILLUSTRATIONS 


A Complete Text and Reference Book for 


Fire Insurance Inspectors and Underwriters, Students, 
Firemen and Others Interested in Fire Prevention 


Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 
Chemicals and their Hazards Described 
Manufacturing Processes & Special Hazards Listed 


Alphabetically Arranged—Printed on Thin Paper—Bound 
in Flexible Covers—Just the Book for the Under- 
writer in Office or Field 


PRICES 


Flexible Binding, $5.00 
De Luxe edition, thumb indexed, $6.50 


THE SPECTATOR COMPANY 
PUBLISHERS 











CHICAGO NEW YORK 





Ag 
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OPPORTUNITY 





to secure Our agency 


is knocking at your door. 
When another agent in your 
town obtains the prize the 
knocking will cease. 


Edson S. Lott, President 


United States Casualty Company 
80 Maiden Lane New York 
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THERE IS NO SUBSTITUTE FOR SAFETY 


The income from an investment—however alluring—is not the 
chief measure of its desirability. Nor is its name. 

The country has been flooded with all kinds of high sounding bond 
offerings issued at unusually attractive rates of interest up to the 
point of saturation. 


Their safety is problematical. 


What About Farm Mortgages? 


They run for a fixed period of from seven to ten years and investors 
can depend upon receiving the at present unusually high interest 
during the entire life of the loan. 

In the sound character of the loan company’s standard lies safety 
for the investor. 

A service assuring such standard is at your disposal. 

We have specialized in Collins Farm Mortgages successfully for 
36 years and know them to be safe. 

Farm Mortgages made by our company are now offered to you on 


0 


a basis that will net you 7°% per annum on your investment. 


Nothing better—nothing safer. 


Write for Booklets. 


THE F. B. COLLINS INVESTMENT COMPANY 


MEMBERS FARM MORTGAGE BANKERS ASS’N 
OKLAHOMA CITY OKLAHOMA 


Sales Office: 727 Monadnock Block, Chicago 
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THE SUCCESS MICROBE 


It is Very Easy to Lose but Also Easy 
to Regain and Cultivate 


TWO, BUT NOT OF A KIND 


When a Watermelon is Smashed One 
Tumbled Merchant Will Stay Down 
While Another Will Regain What 
Was Lost 

In connection with high prices, extravagance, 
high wages, and all the rest, we all hope that 
history will not repeat herself, but we know 
the muse has the habit fully developed. But 
those of us who can look back many years re- 
member that before the financial crash of the 
seventies, some years after our Civil War 
ended, that prices for everything were fright- 
fully high. The writer, who lived as a boy in 
a little New Jersey village, remembers being 
sent by his mother one day to the country store 
for a watermelon. Now that portion of New 
Jersey was a melon country, yet the boy had 
to pay sixty-five cents for a medium-sized 
watermelon. And on the way home a terrible 
tragedy came about. For a small cur ran out 
from a yard and barked at the little fellow’s 
heels. And all in a second the sixty-five cent 
melon, intended as a dessert at a company 
dinner, became nothing but red fragments of 
melon and mixed with the sand of the path. 


Tue Main SMASH 


The tragedy of the melon took place in a 
village where all the folk were in very modest 
circumstances. The boy’s father, a clergyman, 
received a salary of $1500. There was but one 
house in the country thereabouts that could 
have cost as much as $5000, yet the price of 
everything was but little less than what it 1s 
to-day. Shoes in those days were mostly hand- 
made, and ten to fifteen dollars was the usual 
cost. Clothing, food, everything was cloud- 
high. Then, and all in a moment, came the 
mighty crash, and the price of commodities 
dropped as if the bottom of all things, the 
very earth, had fallen away. On a Saturday 
afternoon a man was well-to-do, with the sav- 
ings of a lifetime invested in what everybody 
believed were gilt-edged securities and in real 
estate the value of which was supposed to. be 
unquestioned. The next Saturday the well-to- 
do might be almost penniless. 

Firms that had been in successful operation 
for fifty years or more dropped into the hands 
of receivers, with little to receive, and with 
the promptness that the boy’s melon crashed 
upon the ground. Inside of the next two years 
New York city held enough has-beens and 


down-and-outers, with past histories of stic- 
cess, as would make a large city by themselves. 


BirtH OF INDUSTRIAL 
Just about then industrial insurance was 
started in America, and the agents of the new 
kind of life insurance were mostly former 
merchants, jobless bookkeepers, wandering 
mechanics who took to life insurance as a 
desperate last chance. 

Among the tumbled merchants was a man 
who had been a successful cotton goods mer- 
chant, prosperous and wealthy. But when his 
tumble came it seemed to paralyze most of his 
enterprise and initiative. Mister Hopelost was 
honest all the way through, from his skin to 
his appendix; he was as industrious as the 
ant of the proverbs; a busy bee could have 
gained activity from his example. To know 
him slightly was to be assured that any money 
you entrusted to him was as safe as the money 
entrusted to-day to the United States postal 
savings bureau. And Mister Hopelost became 
a collector for an industrial company. 

Once a crook black-jacked the collector in 
a dark hallway and cleaned him out. But the 
company lost nothing. With supreme effort 
Hopelost paid back every cent of the stolen 
money. Another time when his wife was ill 
and he was paying doctor’s bills a counter- 
feiter managed to unload on him, in exchange 
for nickels and dimes, fifty dollars of queer 
bills. Hopelost tore the stuff up and threw it 
in a wastebasket, and in the course of three 
months somehow paid back the fifty to his 
company. 

Now, notwithstanding what the copy-books 
say, it takes more than honesty and industry 
to bring success. And the last time the writer 
of this met Hopelost he was a wornout chap, 
and nothing but a collector, shabby of clothing 
and with that worried look in his eyes that a 
man has when the milk and rent bill press on 
his shoulders like the load of the ancient Atlas. 

The fact is that when Hopelost’s drop in 
cotton goods line came his microbe of suc- 
cess was killed by the fall, smashed into scraps 
like a fallen watermelon. 

About the time that Hopelost became a col- 
lector, a man of about his own age, a wealthy 
stock broker, had his tumble. He owned a 
beautiful residence at Tarrytown on the Hud- 
son, and Mister Comeback was quite as honest 
as the former cotton goods merchant. His 
seat on the exchange, his Tarrytown residence, 
all his belongings were sold and the proceeds 
turned over to his creditors. And he, too, took 
up industrial insurance. 

But when Mister Comeback fell his microbe 
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of success was hardly injured the slightest in 
the smash. He, too, became a collector, but 
his thoughts were always upon something far 
different from his past and merely collecting. 
If you met Mister Hopelost, he would forever 
be telling you about his former estate and his 
crash, but if you met the other collector, it 
was a sure gamble that he’d hit you for an 
application. Never a word about his former 
activities. 

The microbe of success has a big imagina- 
tion, and the microbe of success is full of hope 
for the future. Year after year Mister Come- 
back solicited industrial insurance, and in time 
he was one of the biggest producers and most 
successfu] general agents that his company 
ever had. Twenty years later, and a white- 
headed but vigorous man, he sold out his re- 
newal interest to his company, taking in lieu 
of cash a last survivor annuity for himself 
and his wife. Years before he had bought back 
the Tarrytown house, and until his death, up- 
wards of ninety, there he lived. 


Tue Macic Microse 

The microbe of success, what is it? It was 
what Napoleon lost at Waterloo, and it was 
what Napoleon referred to later in St. Helena, 
as “the darkened star of his destiny.” It is 
also the thing which causes a man to fall, as 
we say, “on his feet.” It is the thing that 
Washington retained during all those black 
days of his long, and, until near the very end, 
unsuccessful conflict with the enemy. It is the 
thing which lost makes a_ business-tumbled 
tan of forty 2 tumbled man for the remainder 
of his lifetime, and the thing which retained 
can bring success to the ten-tumbled man at 
seventy. It is a thing which any man can 
have and retain and any man can never have, 
or if had, can lose. For it is a thing that is 
unlike most things, and can be purchased by 
any man without money and without price. It 
is nothing but looking forward and not hind- 
ward. 

Now, upon rising any morning any man can 
make plans for the coming day instead of 
grouching about the lost successes or failures © 
of the yesterdays. He doesn’t have to think 
forward in terms of years, of months or even 
of weeks. And any man can surely do such 
a simple and easy thing as planning his ac- 
tivities for just one day. 

Let any agent who feels that he has not 
within him the microbe of success try out this 
magic formula. Let him upon rising plan for 
his coming day. Whenever doubts begin to 
arise and remembrances of past failure poke 
up their heads, let him renew his plans. 








WITH THE PRUDENTIAL 





One of the New York Districts Leads 
in Industrial Increase 





DETROIT HAS BEST ASSISTANT 
SUPERINTENDENT 





Promotions in the Ranks Frequent—More 
Admissions to Old Guard 

New York 8 district of the Prudential leads 
the company’s entire field in industrial actual 
increase proportionate. The district is No. 3 
in actual increase. 

Agent M. Kaplan leads the entire agency 
force in ordinary net issue. 

Agent Niels A. Larssen of the St. Paul, 
Minn., district was recently admitted to mem- 
bership in Class A of the Prudential Old 
Guard. 

Harry Margolis is the Prudential’s leading 
agent in the Philadelphia No. 9 district in or- 
dinary and bids fair to out distance his brother 
agents for 1920 in this branch of the work. 

Wilbert A. Tyler, assistant superintendent 
in Detroit No. 1, is leading the assistancy force 
of the entire company in industrial actual in- 
crease, while in the ordinary branch he is also 
well up among the leaders. 

Thomas F. Welch, agent of the Worcester, 
Mass., district, recently applied for member- 
ship in the Prudential Old Guard and was ad- 
mitted to Class A. 

Assistant Superintendent George W. Gordon 
of the Scottdale assistancy, McKeesport, Pa., 
district, gave a dinner at his home last month 
in honor of his twentieth Prudential anni- 
versary. Superintendent P. F. Airhart pre- 
sented the certificate and locket emblematic of 
Class “D” of the Prudential Old Guard. 

Agent William St. John of Buffalo 1, N. Y., 
district, in the ten months of 1920 has achieved 
the second position of the entire field along in- 
dustrial lines and with this he has averaged 
better than two ordinary policies every week. 

Wm. F. Millett has taken charge as superin- 
tendent of Yonkers district, division A. He 
was transferred from the Windsor district 
(Canadian division), where he had served in 
the same capacity since I914. 

The following agents have been promoted to 
assistant superintendencies : 

A. V. Kampff, Passaic, N. J. 

C. F. Lehmann, Passaic, N. J. 

George E. Thurtle, Spokane, Wash. 

Amos Johnson, Spokane, Wash. 

Alexander Marshall, Vancouver, B. C. 

Curtis G. Hadley, Los Angeles 3, Cal. 


Wesley G. Stewart, Sacramento, Cal. 
E. B. Duke, Chestertown, Md. 


Superintendent B. F. Ogilvie was recently 
transferred to the Vancouver, B. C., district. 
He was succeeded at Edmonton, Alta., by 
W. F. Miller, who has held an assistancy posi- 
tion at Edmonton for a number of years. 

Agency Organizer Joseph N. Fontaine of 
Ardmore, Okla., has been promoted to the 
position of superintendent at Oklahoma City, 
Okla. 

Agent Ernest O. Hale of Ardmore, Okla., 
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has been made agency organizer in Ardmore, 
where he started as an agent. 

Agents William W. Smith of Parsons, Kan., 
and James S. Brandon of Oklahoma City, 
Okla., are now assistant superintendents in 
their respective districts. 

F. E. Dionne and E. J. Kelleher have been 
promoted to be assistant superintendents in 
the Worcester and Portland, Me., districts, 
respectively. 

Assistant Superintendent Wm. P. White of 
Troy, N. Y., district, and Assistant Superin- 
tendent Patrick J. Nash of Waterbury, Conn., 
district have completed twenty years of serv- 
ice with the company. They were each duly 
awarded the diamond badges and certifi- 
cate of membership in Class D, Prudential 
Old Guard. 

Leo J. McEvoy, assistant superintendent in 
the Schenectady, N. Y., district, has been pre- 
sented with the gold badge and certificate ad- 
mitting him into Class C, Prudential Old 
Guard. 

The following agents in division K have re- 
cently been promoted to assistant superin- 
tendents: Robert J. Morgan and E. Bonwell 
Dukes of the Dover, Del., district, also Charles 
D. Stetzler of the Reading, Pa., district. 

To Superintendent Frank W. Schott of 
Bethlehem, Pa., goes the honor of leading in 
“Highest Percentage of Collections.” 

Assistant Superintendent Joseph L, Atkin- 
son of Sharpsburg, Pa., has been transferred 
in the same capacity to Ashtabula, Ohio. 
Agent James A. Lynskey of Sharpsburg, Pa., 
has been promoted to fill the vacancy caused 
by the transfer of Mr. Atkinson. 

Superintendent Joseph McClellan took 
charge of the Pittsburgh No. 4 district last 
month. Mr. McClellan, who formerly oper- 
ated as an assistant at Hazleton, succeeds Su- 
perintendent George Macpherson, who has 
been transferred to the Toronto No. 1 district. 

The following are among the promotions 
announced last month: Agent Lewis H. Hen- 
ricks to assistant at Canton, O., formerly agent 
at Akron, O.; Harry E. Benn to assistant in 
the Cleveland No. 1 district, where he formerly 
operated; August C. Gerhold, advanced to 
assistant superintendent in the Pittsburgh dis- 
trict, where he had previously worked as an 
agent. 

For week of October 4. Agent Angelo 
Semerara of the Brooklyn 6 district, accom- 
panied by his Assistant Superintendent 
Giuseppe Giacconi, demonstrated their ability 
as collectors. They not only collected 160 per 
cent of the debit, but reduced the arrears to 
the lowest figure shown this year and increased 
the advance payments likewise. 

Agent Charles E. W. Maisak has the right 
habit of visiting the district cashier every week. 
His account has not been charged with a de- 
crease this year. This is indeed a remarkable 
showing coupled with arrears of seven per 
cent, high advance payments and a good show- 
ing in ordinary. 

Agent Bernard M. Callen of Long Island 
City, for the past week has been credited with 
a new business issue of over $1,00 per week. 
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Pays Dividends Between Supper and 
“Good-Night”’ 

“Buon giorno! Come sta?” 

“After I get that far in Italian,” observed 
August M. Jahni, agent unattached, Murray 
Hill, N. Y., in reply to a question as to how 
he got business, “I find it is about time for me 
to adopt New York vernacular in order to bet- 
ter explain the advantages of the industrial 
endowment or convertible policies for little 
Giuseppe; or of the twenty payment life for 
Giacomo, father of the family. That ‘buon 
giorno’ (good day) is an open sesame to my 
Italian friends—and there are none better. 
Once a man secures their confidence, the rest 
is easy. Every new policyholder boosts the 
Metropolitan. 

“How and when do I see them? 

“T never bother a man at work. I make it 
a special point to call in the evening when 
father is at home with the rest of the family, 
feeling pretty good after supper and tuned up 
for anything new. After a remark or two, | 
open business—and then the application. 

“Also, I make it my particular pleasure to 
pay dividends between suppertime and ‘good 
night.’ The mere mention of dividends arouses 
interest. So I make as much as possible of ex- 
hibit No. 1. There is something about it which 
seems to suggest a feeling that ‘One Good 
Turn Deserves Another’—the other being new 
business. 

“How much do I earn? 

“About $60 a week.” 

Mr. Jahn, who was a stenographer in the 
home office, often compared his position with 
the possibilities of agent in the field. Finally, 
he made the plunge, became agent on the 
Metropolitan’s Murray Hill staff and feels con- 
fident of his future in field work—The Jn- 
telligencer. 


Lesson from Old Physician 


A physician of long experience told us the 
other day that, when the time comes, few men 
dread death itself for themselves. There seems 
to ke some kind provision of nature which in- 
fluences men to meet the inevitable calmly 
und almost contentedly. What they do dread, 
he said, is leaving their families unprovided 
for and he told of some sad scenes where men 
about to die repented in bitter self-reproach 
their failure to. assure while yet there was time 
the comfortable future of those looking to 
them for material support. It was the strongest 
life insurance argument we ever heard. No 
young man has a right to assume family re- 
sponsibilities without doing the best he can to 
safeguard the future of his wife and hoped-for 
children. Life is uncertain and we sometimes 
think the officiating clergyman ought to include 
among the questions which the hopeful but 
impecunious bridegroom must answer satis- 
factorily before taking this woman to be his 
wedded wife: Have you all the life insurance 
you can safely carry? That may sound rather 
material, even irreverent, but the old physician's 
testimony shows how essential to one’s spirit- 
ual peace material things may be—The Ohio 
State Journal. 





—The Lion Life Insurance Company has been in 
corporated at East Chicago, Ind. 
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TO START SELLING RIGHT 


Agents Should Not Be Hustled Out 
Into the Field Inadequately 
Prepared 








AVOIDING THE ROAD TO FAILURE 





Advance Preparation for an Interview is a 
Policy of Insuranee on One’s Own 
Success 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











A good many salesmen have yet to learn that 
it is far more important to start selling right 
than it is to begin calling on prospects right 
away, A considerable proportion of sales 
managers, too, have acute “hurryitis” and 
hustle salesmen out into the field inadequately 
prepared. Poor preparation—which includes 
the steps of prospecting, planning the approach 
and planning to get an audience—is responsible 
for most of the failures in salesmanship. The 
salesman who is thoroughly prepared for his 
interview with the buyer has taken out the 
best policy of insurance on his own success as 
a salesman. 

Unfortunately very few employers are thor- 
ough in their preliminary training of salesmen. 
It is likely, therefore, that most of you who 
read this book still lack part of the preparation 
you should have received before you were sent 
out to call on your first prospect. Probably 
you felt that when you completed the pre- 
paratory course required by your house, you 
were ready to tackle buyers and that all you 
needed was “a little experience.” If your 
original preparation for selling your line was 
inadequate, and you have not supplemented it 
since “on your own hook,” you are working 
under a handicap which you should get rid of 
at once. 

A contestant who starts a race lame has very 
little chance of winning. If you are getting 
beaten pretty often nowadays, go back and 
begin over again preparing yourself to sell, 
and do the preliminary job right this time. 
Realize at the outset that fitting yourself for 
selling the line you represent is your job. Don’t 
count on your employer to prepare you—he 
only can help you a little. Sometimes it is very 
little, for in many cases he doesn’t know what 
preparation for selling involves. 

We are considering in this chapter only the 
first of the Preparatory Steps of the sale—the 
cthers being Prosrecting, and Planning for 
the Approach and the Audience. For lack of 


a better word our subject is entitled Prepara- 
tion; though we limit ourselves at present to 
the study of the preliminary preparation for 
selling, which precedes the later steps of (1) 
Prospecting, (2) Approach, and (3) Audience. 

Tt will help us to fix the essentials of Prepa- 


ration if we divide our subject and consider it 
in three parts. First, Preparation in Knowledge 
of the line to be represented ; second, Prepara- 
tion of the salesman himself in fitness for 
meeting prospects; and, third, Preparation for 
the use of the knowledge acquired. Unless 
the salesman is thoroughly prepared in all 
three respects, his preliminary preparation for 
actual selling is inadequate. He will be handi- 
capped in his Prospecting, in Planning his Ap- 
proach, in Planning to get an Audience, and in 
all the later steps of salesmanship. 

Now let us make a distinction between our 
present three-headed subject and the studies 
we already have made of The Sales, The Man 
and The Ship. We considered then Knovwl- 
edge, the Salesman Himself, and the effective 
Use of Knowledge just as we are doing now. 
But in the earlier chapters we were looking 
at our subject from the standpoint of the sules- 
man. Now we take the buyer's view. We are 
to see what knowledge will be of service to 
him; how the salesman should fit himself to 
render service to the buyer; the ways in which 
the salesman’s knowledge should be arranged 
for use in the service of various buyers. 

The salesman’s knowledge of his line should 
be exact and complete in order that he may 
give to the buyer definite and full information 
about whatever might influence a favorable 
decision on the salesman’s proposition. In ac- 
quiring this knowledge preparatory to actual 
selling, the salesman should never forget that 
the object of the true salesman is to do the 
buyer a real service. The salesman who does 
not believe thoroughly in his line cannot render 
a real service to prospects on whom he calls. 
Hence, if the knowledge you acquire about 
your line convinces you that you would lack 
faith in the goods or in the house you have 
intended to represent, you should do one of 
two things then and there. Either quit selling 
that line, or get more knowledge which will 
supply you with the confidence you have lacked: 

We shall assume, however, that the line you 
have chosen and the house with which you 
work inspire your sincere belief in their worthi- 
ness. You are preparing yourself with exact 
and complete knowledge so that your mind 
will be stored with facts buyers should know, 
too, for their own benefit. Of course you 
would be unwise to unload on every buyer all 
you know about your line. It is unlikely that 
any one prospect will be interested in your 
complete store of knowledge. But you must 
carry in your head a full stock of facts if you 
would be rated as an efficient salesman by every 
Inan you call on. 

Your stock of knowledge should be as nearly 
complete as possible for the same reason that 
a department store carries such a great variety 
of merchandise. No one customer of a de- 
partment store is a prospective buyer of any- 
thing and everything the emporium sells, Each 
customer is individually interested in only a 
narrow range of things that the store offers. 
But all the customers combined have interests 
in all the goods sold in the various depart- 
ments. And if any individual finds the em- 
porium lacking even one article that he wants, 
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he considers that department store inefficient. 

Similarly it is essential to the efficiency of 
the salesman that he not only have exact and 
complete knowledge of his line, but also that 
he have his knowledge so organized in his 
inind that he won’t overlook any fact or have 
to hunt for something that the buyer needs to 
know to supply a certain lack of true informa- 
tion about the goods or the house represented 
by the salesman. Many salesmen think, after 
they leave a prospect who has refused to buy, 
of points they might have used most effectively 
to influence a favorable decision, if they “only 
could have remembered at the time.” 

Every instance of that sort is a failure in 
service to the buyer. It is just the same as the 
case of a store which lets any prospective pur- 
chaser go away without supplying his need, 
because a clerk did not know the required 
article was in stock, or couldn’t find it. Such 
instances of failure in store service would be 
common and inevitable if the emporium mer- 
chandise stock were not systematized. And 
likewise the salesman will fail in service of 
knowledge to prospects unless every fact in his 
mental store is put away in his mind according 
12 a plan with which he is so familiar that all 
his knowledge or any part of it will be avail- 
able to him whenever he neds it. 

When a salesman is “stumped” by an ob- 
jection or a question from some customer, he 
cannot call to mind all his unorganized knowl- 
edge in an instant. But if the salesman has 
made a chart of what he knows, he needs but 
to imagine himself looking at that chart. There 
he will find immediately in graphic form, all 
the salient points of his knowledge. 

It will be necessary, if you are to succeed in 
any big way, that you actually be a zealot in 
your selling. You must dedicate yourself to 
your job. That is not possible unless you 
make the ideas you are selling big. 

Knowledge, knowledge of the goods, is im- 
portant, then. both because of the enlarged 
stock of facts the salesman can put at the 
service of the buyer, and because the salesman 
of knowledge brings to the service of the buver 
a man of broadest vision and comprehensive 
thinking about his line. Knowledge gives to 
the salesman a consciousness of the bigness of 
his job. Nothing that is of service to man- 
kind is slight in its significance. There is no 
line that contributes value to society which a 
true salesman cannot feel honor in represent- 
ing, if he knows exactly and completely all he 
possibly can learn about that line. 

We have approached the subdivision of our 
title which especially concerns the Preparation 
of the Salesman Himself. The object of that 
preparation should be to fit the salesman for 
meeting any and every kind of prospect. The 
salesman who is ready to present his proposi- 
tion only to certain types or classes of men is 
limited in effectiveness. The salesman who 
is disconcerted by encounters with crabbed 
and insulting prospects loses many excellent 
opportunities to sell. Often the crank is the 
best buyer. 

Frequently we hear salesmen tell of their 
methods for handling prospects. Some of the 





schemes salesmen work out are so ingenious 
that one wonders when hearing of them 
whether they were not after-thoughts—great 
ideas that came to the salesmen after pros- 
pects had turned them down. It is a serious 
mistake to rely on an assortment of tricks, 
and to grab one from the bag each time a 
prospect is met. Usually the repertory of a 
salesman’s methods is solely designed for 
adaptability to the characteristics instead of to 
the natures of buyers. Preparation on that 
basis is fundamentally wrong, and conse- 
quently does very little good. The right prepa- 
ration considers the crabbed and _ insulting 
prospect as similar in nature to the courteous 
prospect. 

When a great actor presents a play to the 
public, he does not adapt his interpretation of 
his part to the viewpoint of any type or class 
of people. He knows that fundamentally all 
men are much alike in their susceptibility to 
what may be termed “human nature” appeals. 
The unsophisticated school girl and the vicious 
criminal, one sitting in the first row of the 
balcony and the other down in front in the 
gallery, are alike in their desire to see the hero 
frustrate the villian’s plots. The actor’s prepa- 
ration of himself isn’t for either the school girl 
or criminal, as types. His aim is to fit himself 
for being understood in his role by any man or 
woman who comes to the theater. He thinks 
of the natures, not of the characteristics of 
people. 

Consider your preparation for your part of 
The Salesman in the great drama of life, as 
the actor on the mimic stage regards his prepa- 
ration for a stage production of a role before 
audiences composed of all sorts and varieties 
of human beings. Prepare yourself funda- 
mentally, not superficially. Then you may be 
sure that you will be most effective in making 
the right impressions on your prospects. Do 
not depend on tricks. Instead utilize basic 
principles which every man you meet will recog- 
nize intuitively as demonstrations of human 
nature, because of his own human nature. One 
of the greatest actors of our times was Sir 
Henry Irving. His methods of preparation 
suggests to us how we should prepare our- 
selves, and the basis of his methods always 
was sincerity in the interpretation of his part. 
Irving was not content, however, with making 
himself perfect in the outward appearance of 
the characters he played. He verily lived his 
principal roles. The nobility of the man 
always made him notable, off the stage and on. 

Let us give our attention first to the outer 
appearance of the salesman. Later we will 
consider the true sales-Man inside. And bear 
in mind that we are looking at the salesman as 
the prospect will see him, for we are not con- 
cerned now so much with the salesman’s inten- 
tions in preparing himself as we are with the 
actual effects produced on the man he wishes 
to serve with his salesmanship. 

When a salesman enters the presence of any 
buyer, whether that buyer be a boor or a 
gentleman, the outward appearance of the 
salesman makes an impression on the prospect. 
Tt makes no difference whether the buyer is 
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a crank and insulting, or whether he is con- 
siderate and polite—if the outward appearance 
of the salesman has been prepared on the cor- 
rect basic principles, the actual effect produced 
will be similar with all prospects. It is just 
the same as the impression a good actor makes 
on a mixed audience. Not all prospects will 
manifest its effect alike. But if the outward 
appearance of the salesman is such as makes 
the right appeal to fundamental human nature, 
a favorble impression will be the result in- 
variably. 

It is not important whether the prospect 
gives any sign that he is favorably impressed. 
It is of no consequence if he pretends to be 
impressed unfavorably. The salesman may be 
absolutely confident that he /as created the 
right impression to start with if his outward 
appearance has been prepared on the correct 
basic principles, as was said a minute ago in 
another way. The outer appearance of the 
salesman is an appeal to the inner man of the 
buyer, the part that does the buying. The 
outer buyer may be transparent, opaque, or 
cunning camouflage. It is of minor importance, 
or of no importance at all, to the salesman; for 
the outer semblance of the buyer does not do 
the buying. Never consider it as a real ob- 
stacle. It is just an indication of the best way 
inside the real buyer—or is altogether negli- 
gible as a factor. Most buyers feel it is neces- 
sary to their self-respect that they bluff a good 
deal to salesmen. 

Now, what are the principal elements of an 
outward appearance that is fundamentally 
vood? There are four: 

1. Right physical bearing; 

2. Right features; 

3. Right dress; 

4. The right kind of hands. 

These principal elements of the outward ap- 
pearance of the salesman are mentioned in 
this order because usually the prospect notices 
them in that sequence. He is impressed first 
by the physical bearing of a salesman, next by 
his features, then by his clothes, and last by 
his hands when they are brought prominently 
into play in the course of the selling process. 

Physical bearing is not necessarily related 
to physical size. In Mark Twain’s “The Prince 
and the Pauper,” the real boy Edward carried 
himself so regally that he looked “every inch 
the king,” though his inches were but few. 
Kings and princes are going out of fashion in 
governmental systems, but the time never will 
come when any one of us Americans won’t 
consider being called “a prince” by our friends 
about the highest compliment that could be be- 
stowed. The physical bearing of the salesman 
should be that of an 4merican prince, without 
arrogance or superciliousness—those are attri- 
butes of the discredited Hohenzollern variety 
—but with the easy consciousness of equality 
in the presence of any other man on earth. 

It won’t do just to “put on” princeliness. 
Imitations show they are counterfeits—you 
must be a real American prince in your nature 
or you cannot maintain the physical bearing 
of a man of equality, in all circumstances and 
with any other man you meet. But the inner 
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consciousness of princeliness will not give you 
the physical bearing of an American prince. 
You must practice to acquire that. Study the 
physical bearing of the man who makes the 
impression of nobility at sight. Analyze how 
he carries himself; how he stands; his move- 
ments. Do not attempt to copy him, but use 
him as a guide in your own training. 

You know men whose physical bearing, re- 
gardless of their size or strength, will com- 
mand respect wherever they go. Prepare your- 
self outwardly for selling with that kind of a 
bearing, and you take out insurance that 
prospects of all kinds will feel intuitive respect 
for you when you enter their presence. 

Perhaps you think your features were 
“wished on you” at birth and that you can’t 
change them. You think that your face is like 
Topsy in Uncle Tom’s Cabin, who “just grew.” 
Of course, there are deformities of feature 
occasionally which are due to slips of Nature, 
but not all of those are actual handicaps in 
selling. There have been many homely sales- 
men who have made their ugliness an asset in 
their selling, because it lent them individu- 
ality. And “manly beauty” has been a curse 
to thousands of salesmen who thought it made 
them seem effeminate. 

The features are very mobile. The scowl 
lines between the eyes of a habitual “crab” 
were cut there by his own claws. The sneering 
nose, the superciliously twisted mouth, have 
been acquired by habit. Features so warped 
are the handicaps in salesmanship; not big 
ears, thick lips, little eyes and enormous noses. 
Even if a man’s chin is his Adam’s apple, it 
is of slight consequence in itself. The features 
of the salesman can be made transparent, so 
that they will not distort the real man behind 
the face. Pleasing features can be developed 
from anything except hideous deformity; so 
that the prospect who first sees the salesman’s 
features will be favorably impressed by what 
they indicate about the man. 

You need not go to Dr. Woodbury or any 
other sculptor of faces to get your face fixed 
for effective selling. That is a home job. 
Study what you have. Stop making wrong 
uses of your features. Begin doing your best 
with them. Smile a lot inside, so that the re- 
flection will shine through your face. Be really 
genial and show it. But be careful not to wear 
an artificial smirk. And while you are work- 
ing your features over, remember that your 
object is not to please yourself, but to give the 
buyer the best impression of you that you 
deserve. 

The importance of the right clothes to the 
salesman is seldom appreciated, if one may 
judge by the way salesmen in general dress. 
Nearly all salesmen make the same mistake in 
their clothes. They wear what pleases them- 
selves, and do not dress for the eyes of the 
buyer. Recently an observant student of sales- 
manship sat for an hour in the reception room 
of a great manufacturing company, where 
hundreds of salesmen of all varieties call every 
day. Ninety-four men. inquired for the buyer 
or one of his assistants in the course of that 
hour, which was between nine and ten o'clock. 
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JOHN HANCOCK NOTES 


Buffalo Agency Takes Lead in Ordi- 
nary Business Protection 








NEW FIELD ACCOUNTANT NAMED 





Harry L. Patten, Manager of Company’s 
Claim Division, Dies of Injuries 


The following promotions in the John 
Hancock Company were announced in Boston 
in the first week-of the current month: 


Alfonso Lambrase, agent to assistant super- 
intendent, Brockton. 

Abraham Holtz, agent to assistant superin- 
tendent, Hartford. 

Charles Kinsman, agent to assistant superin- 
tendent, Chicago No. 3. 

Archie D. Taylor, agent to assistant super- 
intendent, Chicago No. 3. 

John Mullen, agent to assistant superin- 
tendent, Fitchburg. 

Chester W. O’Connor, agent to assistant 
superintendent, Cambridge. 
Daniel J. Mulhern, agent to assistant super- 
intendent, West New York. 
John Annau, agent to 
tendent, St. Louis No. 3. 

William B. Taber, agent to assistant superin- 
tendent, St. Louis No. I. 

Harry C. Rogers, agent to assistant superin- 
tendent, Auburn, 

Frank A. Thornton, clerk to application in- 
spector at Long Island City. 


assistant superin- 


Joseph A. Lamoureux, assistant superin- 
tendent at Fitchburg to same capacity ia 
Quincy. 


Raymond W. Meyers, appointed assistant 
cashier at Chicago No. I. 

William J. Sheehan, assistant superintendent. 
ot Germantown to same position at Hyde Park. 

Not long ago the company set aside the 
Hackensack detached district as a separate 
agency. It now becomes necessary to enlarge 
the offices, and more suitable quarters have 
been obtained in the same district. 

A review of the industrial leaders shows that 
Agent W. T. Reams of the Malden district 
heads the list. He leads the field by a sub- 
stantial margin and, according to Superin- 
tendent Keniston, this position will be main- 
tained through the balance of the year. 


BuFFALo AGENCY FIrRsT 

Leadership in the ordinary branch of the 
business throughout the field is taken care of 
by Agent H. L. Bradt of the Buffalo agency. 
Mr. Bradt has completed almost twenty years 
of service with the company, and his achieve- 
ment this year is brought about only by hard 
work and constant application to the business. 

The company is well represented in the city 
of Chicago by Agent J. F. Murphy. Not only 
does Mr. Murphy lead his district in both 
branches of the business, but for the current 
report stands third among the company’s lead- 
ing industrial producers and sixth among the 
foremost ordinary men of the field. In mak- 
ing this splendid production, Mr. Murphy has 
not overlooked quality and the records show 
unusual care in the selection of risks. 

Harry L. Patten, manager of the company’s 
Claim division, died on October 24 as a result 
of injuries sustained the preceding day at his 
home in Braintree. Mr. Patten had been in 


the company’s service since March, 1893, and 
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became manager of the Claim Division in Feb- 
ruary, 1908, He was a man of vigorous mind 
and of practical and direct methods. A large 
delegation from the home office attended the 
funeral services, and work at the home office 
was suspended during the half hour of the 
services as the company’s tribute to the 
tinemory of a valued representative. 


H. E. Cuar_ton APPoiINtreED 


The rapid growth of the company’s business 
again makes it necessary to add another mem- 
ber to its staff of field accountants. Harry E. 
Charlton has been selected to fill this position. 
Mr. Charlton has been identified with the 
company for the past seventeen years in vari- 
ous capacities at our Boston agency, and his 
past experience especially equips him to suc- 
cessfully handle his new position. 

Assistant Superintendent Windsor T. Jacques, 
who for a number of years past, has been con- 
nected with our Hartford agency, has assumed 
the position of acting superintendent at Whit- 
insville, Mass., and is in charge of that district 
temporarily owing to the continued illness of 
Superintendent Dillon, who has been granted a 
leave of absence. 


Value of “Cold Canvassing”’ 


He used to do a bit of “cold canvassing” 
when he was on the street just to keep his hand 
in. Particularly did he do this if it happened 
that he had a hard case in prospect and felt 
that he must be right up to snuff, right up on 
edge, when he came into the presence of his 
man. So he’d start out on the morning of the 
appointment day and take occasion to call on 
persons whom he had never seen before. Often 
the result would be a turn down, but the point 
was that it served to put him on his mettle and 
in fighting trim. He had to have his wits 
about him to carry off the conversation and 
hold his own with the unknown prospect. He 
usually found that later in the day when he 
approached the real prospect some of the ex- 
hilaration of the controversies with those he 
met helped him in bringing down the real game. 
In addition he wrote a case or created a real 
prospect often enough to pay well in com- 
missions and give good dividends on the time 
thus invested. It was an educational experi- 
ence, 

In other words, whether he wrote a case or 
not, the experience was what he was after. 
He sought a mental whetstone on which to 
sharpen his wits and stimulate his thoughts. It 
helped him formulate his argument, rendered 
him alert and aggressive, stimulated his 
energy, and helped him to dominate the situ- 
ation when he got in front of it—New York 


Life Bulletin. 





Southwestern Life Club Meets 

The Southwestern Life Club, of the South- 
western Life, of Dallas, held its seventeenth 
annual convention at San Antonio recently. 
President Vardell and other company officers 
addressed the meeting, and J. H. Kirkpatrick 
spoke on “The Ideal Salesman.” Discussions 
of life topics and a pleasing entertainment pro- 
gram made the convention one to be long re- 
membered. 

eS ae ee 

—The stockholders of the Pacific Mutual Life re- 
cently ratified a plan to increase the capital of the 
company from $1,200,000 to $1,500,000. 
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ETIQUETTE FOR SALESMEN 





Chapter from ‘‘How to Sell Insurance,” 
William Alexander’s New Book* 

I have said that any man of integrity, in- 
telligence, and industry can succeed as an in- 
surance salesman, without regard to his social 
position, if he is really in earnest. 

But perhaps I should have added that he 
must also have the instincts of a gentleman, 
and have wit enough to behave in an appro- 
priate way in both business and social circles. 

But this book is not a treatise on deportment, 
and any man who needs a course of training 
in that direction is not ripe for a life insurance 
career, or would find some other calling more 


congenial. Nevertheless, I shall venture to 
make a few suggestions that may aid the 


novice in avoiding mistakes that his inexperi- 
ence might expose him to. 

If I were a field man I should adopt the 
following simple rules: 

If I called on a friend 1 would shake hands 
with him. If I called on a stranger I would 
simply bow, unless he first offered me his hand. 

If I found a man in his counting house with 
his hat on, I would not remove my hat. If 
I found him uncovered in his private office my 
hat would come off instantly. 

If I found a prospect at his desk, I would 
sit down in the nearest chair without waiting 
for an invitation. 
at hand, and the man left me standing in front 
of him, nothing would induce me to attempt to 
interview him at that time. In order to beat 
a graceful retreat, I would say, “You are a 
busy man, and I have no time to stop to-day, 
) have called simply to ask you to appoint a 
time when we can sit down together for ten 
minutes. I have a proposition to submit that 
will interest you.” 

At first blush these may seem very trivial 
points, but I touch upon them to illustrate the 
fact that in ninety-nine cases out of hundred 
when you canvass a man for insurance you are 
entering upon a contest; and you should never 
give your adversary any undue advantage. 
You must be on a basis of equality with him 
from the beginning. 

You must be courteous. You must show a 
proper deference for age. But the politeness 
should not be on one side only. If you treat 
your prospect respectfully, he should treat you 
with consideration. If he stands, you can stand 
with him. 


3ut if there was no chair 


And, if you have been seated, there 
is no: reason why you should not get on your 
feet temporarily, if that will enable you to 
speak with greater force. But that will not be 
at all like the attitude you will assume if you 
are forced to stand all the time, like an office 
boy or a servant, in front of a prospect seated 
at his desk. You may not he entitled to con- 
sideration on your own account, but you are 
entitled to courteous treatment as the ac- 
credited representative of the important cor- 
poration you represent, 

If the conditions are unfavorable, it is 
always best to defer an interview. If you can- 

if 


not get your prospect to see you alone: he 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By tf. E. YOUNG MBIA., TA. 


Third Edition—Revised and Enlarged 








Mr. Youno’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the Tu1rp EpiTION the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages = $3.25 





Insurance Office Organization 


Managements and Accounts 
By T. E. Youna, B.A., F.R.A.S., and Ricwarp Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
Young, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, fire, marine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
sei present bookkeeping methods. It contains 150 pages and is 


ound in cloth. 
Price, post paid, $2.00 


The Elements of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practice of 
accident, fire, marine and life insurance. 


Price, post paid, 70 cents 














Accountancy. By Francis W. Pixtey. An entirely new work 
dealing with Aceountancy from a theoretical and practical point of 
view. The latest exposition of the science. 318 pages, cloth. 


Price, post paid, $2.40 





Pitmans Secretary’s Handbook. A complete secretary’s man- 
ual prepared by HERBERT E. BLAIN. It covers secretarial work 
thoroughly for public and private institutions and for individuals. 
(Second Edition, revised, omitting joint stock secretaryships.) 


Price, post paid, $2.00 





Principles of Marine Law. By Lawrence Duckworth. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $3.25 





Office Organization and Management. By LAWRENCE R. 
DicksEE, M.Com., F.C.A., and H. E. Barn. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $3.00 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 














A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance.and make 
direct appeal to both men and women in all walks 
in life, These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 


Robbing Yourself (Issued in May, 1917). 
Showing the Advantages of Saving vs Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 


Take Notice (Issued in May, 1917). 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 


Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 


Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $10; per 500, $7; per 100, $2. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 


Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 


It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 


Per 1,000, $15; per 500, $10; per 100, $2.50. 


What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 


A Legacy For You. 
Unique life insurance leaflet just published. 
Limited payment endowment and income in- 
surance presented in a novel way. Fine busi- 
ness getter. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 


On orders of 1,000 copies or more, the inscription 
of company or general agent will be printed without 
extra charge. On orders of less than 1,000 $3. 
extra for inscription. Sample copies of any or all 
these leaflets will be sent on receipt of ten cents each. 


Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


, THE SPECTATOR COMPANY 


CnHicaco OFFICE 135 WiLLiAM STREET 
INSURANCE EXCHANGE NEW YORK 
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is absorbed in his own affairs; if he is likely 
to be interrupted; if his temper has been 
ruffled, be ready with a reason for postponing 
the interview. But when you have him alone 
on equal terms, get to work as quickly as 
possible. Let him see that you have no in- 
tention of wasting your time, or his; and let 
him see that you are in earnest, wish to serve 
him, and have something to offer that he can’t 
afford to let slip. 


CLrotHES Herp Maxe THE Man 


Wear a good, well brushed, well pressed 
business suit. If you dress as if you were 
going to a lawn party, you may not be taken 
seriously by business men. If you dress like 
a gambler, you may not be trusted. If you 
are shabby and down at heel, people will con- 
clude that what you have for sale has not ap- 
pealed to others and need not be considered 
by them. But if you look prosperous they 
will conclude that others are doing business 
with you, and their interest will be awakened. 

The man who goes to Tiffany’s to buy a 
string of pearls finds the wealth of the estab- 
lishment spread out before him; but if you, 
who do your work away from your company’s 
headquarters, do not look prosperous, the 
chances are that you will, in the estimation of 
your client, cut several millions off the surp!us 
of your company; for as people appraise you 
they will estimate the strength and responsi- 
bility of the company you represent. 


EXERCISE SELF-CONTROL 

Never get excited. No matter how aggra- 
vating a prospect may be, keep your temper; 
preserve your dignity; maintain a serene bear- 
ing. 

Let your prospect get all his complaints off 
his mind. Then you can calmly explain what 
needs to be explained—or you can ignore his 
intemperate remarks, of which by that time he 
may be heartily ashamed—and proceed to write 
his application. 

If he is a dissatisfied policyholder, satisfy 
him that he can’t afford to abandon his insur- 
ance. Or if he has allowed his policy to lapse, 
aid him in getting it restored. 

Every insurance salesman must give atten- 
tion to these questions of deportment, but he 
must never forget that character is the con- 
sideration of paramount importance. If he is 
ever remiss it must be in relation to external 
matters. This truth is emphasized in one of 
Puddin’head Wilson’s maxims: 


“Be careless in 


keep a tidy soul.” 


your dress, if you must, 





Life Companies in 1919 Paid Beneficiaries 
$1,843,500,000 

This stupendous sum would never have been 
created to bless American homes had it not 
been for the devoted effort of the life insur- 
ance salesman. Ten years of devoted effort 
in life insurance—and you will leave your com- 
munity through your life efforts a much larger 
sum of money than any single wealthy man in 
it—and the money you leave will be in the 
hands of people who would suffer did they not 
have it. Can any man go to his clients with 


the service at the disposal of the life insurance 
man. 
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WITH THE METROPOLITAN 


Company Will Plant Twelve Trees in 
Madison Square 








A MEMORIAL TO SERVICE MEN 





Neal Deering of Southwestern District 
Transferred to Topeka, Kan.—Other 
Changes in the Field 


The relative standing of leading districts in 

the country at large exclusive of the Pacific 
Coast, in average paid-for ordinary business, 
per month per man, for the year to and includ- 
ing the week of October 11, put Michigan in 
the lead with four out of the first ten; Illinois 
second with three places; and New York third 
with two. The districts rank as follows: 
: Shore, fil, Superintendent J. P. 
Cleary; Cadillac, Mich., Superintendent J. A. 
Blake; Detroit, Mich., Superintendent Edwin 
Bond; Dearborn, IIl., Superintendent Adolph 
Bame; St. Clair, Mich., Superintendent W. C. 
Martin; - Wolverine, Mich., Superintendent 
Peter Monahan; White Plains, N. Y., Superin- 
tendent L. A. Phillips; Gordon Park, Ohio, 
Superintendent M. J. Reigert; Englewood, IIl., 
Superintendent W. F. Monahan; Ridgewood, 
N. Y., David Rudberg. 

Out of the first ten districts showing the 
relative standing of leading districts in the 
country at large, exclusive of the Pacific Coast, 
in average industrial gross increase per week, 
per agent, for the year to and including the 
week of October 25, the New England territory 
takes first place with five districts. The names 
are as follows: 

Woonsocket, R. I., Superintendent W. H. 


South 


Rogers; Biddeford, Me., Superintendent J. G. 
D. Le Bel; Providence, R. I., Superintendent 
W. G. Bagley; Torrington, Conn., Superin- 


tendent James Kirkbright; Bay Ridge, N. Y.. 
Superintendent F. D. Berkeley; Delmar, Mo., 
Superintendent Leon Bendel; Portland, Me., 
Superintendent G. T. Higgins; Orkland, IIl., 
Superintendent A. C. Wehmeier; East St. 
Louis, Ill., Superintendent W. P. O’Del; Mem- 
phis, Tenn., Superintendent W. H. Jones. 

Several changes have been made among the 
superintendents throughout the country. Neel 
Deering, general deputy superintendent of the 
Southwestern territory, was promoted to be 
superintendent at Topeka, Kan., October 4, 
succeeding Mr. Fore, while C. A. Bowen, a 
supervisor of the Southwestern territory, was 
made superintendent of Rock City, Nashville, 
Tenn., October 18, to succeed Paul E. Gaston, 
who has been transferred. 

Thomas H. Nealon, superintendent at 
Geneva, N. Y., was transferred to Elmira, N. 
Y., November 1, succeeding Harry Ludlow, 
and Arthur W. Trethewey, formerly deputy 
superintendent at Jamaica, N. Y., was pro- 
moted to be superintendent at Geneva, N. Y., 
November 1, to succeed Mr. Nealon. 

In the New England territory the following 
changes have been made: Frank H. Haney, 
formerly deputy superintendent at Portland, 
Me., was promoted to be superintendent at 
Meriden, Conn., October 11, while John W. 
Maxwell, superintendent at Meriden, Conn., 
was transferred tod Fitchburg, Mass. Richard 
B. Ellis, superintendent at Gloucester, Mass., 
has retired and Thomas E. Keirnan, formerly 
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deputy superintendent at Yale, Conn., has been 
promoted to fill the vacancy, November 8. 
The following paragraphs appeared in “The 
Daily Bulletin,” published by the Metropolitan 
Life Insurance Company in its issue of No- 
vember 5: 
MeEMorIAL Trees FoR METROPOLITAN MEN 


“That twelve trees should be planted in 
Madison Square Park in memory of the twelve 
Metropolitan men who died while in the Gov- 
ernment’s service during the war,’ was the 
motion made at a recent meeting of the Metro- 
palitan Post, American Legion. It was passed 
unanimously. Armistice Day, November 11, 
was selected as peculiarly suitable jfor the 
dedication of the trees, and on that day twelve 
trees, newly planted in Madison Square Park, 
along Madison avenue between Twenty-third 
street and Twenty-fifth street, will be formally 
dedicated to the twelve Metropolitan home 
office men who died while in the service dur- 
ing the war. The ceremony will take place in 
the afternoon, beginning at 3:30, at which time 
the home office force will be permitted to leave 
their work to attend. 

Tome office men who were in the United 
States army, navy, or marine corps will meet 
in the lohby to the left of the staircase, and 
from there. led by the band, they will march 
to the speakers’ stand, which will be in the 
park opposite the Tower. The president, much 
to his regret, will be in the West on the com- 
pany’s business to meet engagements mide 
long since and, in his absence, the vice-presi- 
dent will have charge of the ceremonies and 
make a brief address. The Rev. Bernard 
Iddings Bell, president of St. Stephen’s Col- 
lege, Annandale-on-Hudson, who during the 
war was chaplain at the Great Lakes Naval 
Training Station, and is remembered for a 
splendid speech made to our home office force 
in the Assembly Hall during the war, will 
make the dedicatory oration. The program 
will include musical selections by the Metro- 
politan Glee Club and the Metropolitan Band, 
the “Star-Spangled Banner” sung by the audi- 
ence, benediction and taps. All of the home 
office force are invited to attend. 


Billy Sunday on Insurance 
Following is a passage from a sermon de- 
livered last month by Billy Sunday at Roanoke, 
Va: 


_Next to my faith in God, that which would 
give me most comfort when I come to die is 
to remember that I carried life insurance that 
would take care of my wife and children; the 
wolves could scrap and howl and they could 
give them the laugh for vears to come, long 
after old dad had gone back to the dust of the 
earth. I don’t believe that a man does the right 
square thing by his wife or children unless he 
provides for them in a life insurance policy, 
so that he can shuffle off this mortal coil and 
have them put him in the ground. and still 
know that his wife and children are provided 
for, and don't have to go out from home look- 
ing for washing and the next day manicuring 
their nails on a washboard. You owe it to 
them to make provision for them. Now. I 
don’t get anything for that! But I am glad, 
however, of the chance to say it. I think it 
ought to be said. I think it is one of the best 
institutions on God’s earth—life insurance. I 
don’t expect to die, but I may die, and on that 
account I carry policies on my life, my 
friends.” ; : 


ey 


—Insurance ‘s a business that is easy if you 
work hard, but very hard if you work it easy. 
—M. L. Baker. 





THE LAST LAP 


How Near Are You, Mir. Agent, to Achiev- 
ing the Result You Set Out Last 
January to Attain? 

By the time these notes can meet the eye of 
my readers, we shall have begun the last lap 
for the year 1920. To the thinking man, the 
man who knows where he is going to (many 
man who knows to where he is going (many 
men don’t), the beginning of the last lap is a 
matter of great importance. He knows that 
the sands of the year are quickly running out, 
and will be gone ere he knows it. 

The wise man, and this applies equally to all 
ranks or grades alike, will at this juncture take 
stock and carefully see how he stands. He 
will refer to his notebook, where in the early 
part of the year he put down in black and 
white the amount of his aim or target for the 
year. If he did not make such an aim, then he 
has for nine months been going along aim- 
lessly. Stocktaking will reveal] many things— 
the things done, and those that have been left 
undone. To some it will be a source of pleas- 
ure and satisfaction. They will see the fruits 
of their labours, they will experience the joy 
of harvest, they have tasted the fruits of vic- 
tory, they have seen their debit growing week 
by week and quarter by quarter, anl all that 
the growing debit stands for. They know of 
a certainty that they are winning the battle, 
and I know of nothing that gives to a man 
such exhilaration as that. 
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Others, the other type, the men who never 
take aim, who never go in for competitions, 
who treat one day very much like another, 
who are out for an easy ride and get it, who 
don’t want to be bothered, who are satisfied if 
they can just jog along—these men will have 
a bad time, for they know that they are frit- 
tering away their years and their chances. 
Stocktaking to such men cannot by any means 
be a pleasant occupation. 

When this has been done, then the Have- 
dones will don the armour once again for the 
final push. They have already done well and 
know it, and this knowledge will be an inspir- 
ation to them. They possess the most valuable 
asset they can have, viz., the confidence born 
of experience. They have done it, and know it, 
and they can not only do it again, but they 
have gathered strength as they have gone 
along. Such men are eager for the fray, and 
they will be off from the very first days, and 
will fight to the last ditch. 

To such I would Aim higher still; 
have more and more confidence in yourself and 
in your ability to do things. Make up your 
mind to the great fact that you are greater 
than your greatest difficulties. Tackle bigger 
Get continually on to a higher and still 
higher plane. Remember that the biggest cases 
are easiest to get. Lose no time. Miss no 
Pile up a total that is far in excess 
of anything you have ever before reached. 
Determine that you will honor yourself. It 
is in this way that men get iron in their blood 


say: 


cases. 


chances. 
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and become strong men, men who prevail. 

As to the Notdones, they will need to wake 
up, pull themselves together. To them the 
stocktaking has not been a joyous time at all. 
It is a case of “Nothing but leaves, no gathered 
sheaves.” True there are sheaves, but they 
are in the other man’s field. The men who 
from time to time find that they are out of it, 
that they are no “forradder,”’ are the most to 
be pitied men I know. They know not the real 
meaning of life. They but exist, they know not 
what it is to live to purpose and in real earnest. 

It is to these men, and again I repeat to 
these in all ranks, that I write especially this 
week. The day is far spent, and it is about 
time you got a move on. Ye have compassed 
this hill long enough; turn ye northward. Take 
the hill road, choose the mountain path. Be- 
gin to work, to plan, determine that every day 
shall count for something. Get out of the 
gutter, cease to dabble with the poor stuff, the 
in-and-out business, easily got and more easily 
lost, in fact, still-born from the first. Go into 
the better localities. Set a mark or standard 
Lefore you. Have a chart or barometer. Know 
exactly every week where you stand. Learn to 
like your business. Don’t take it as medicine. 

And long before Christmas, 1920, comes a 
new vision will have appeared. You will have 
a new outlook on life, a firmer grip and a 
tighter grasp on the things that matter, and 
the next stocktaking will reveal the fruits of 
your labor, and will be taken amid the shouts 
of victory.—Insurance Mail. 
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out Illinois. 


Our System: 
All ages taken from date of birth. 


Benefits: 


residents of Chicago and surrounding towns. 


Premiums: 





wecks of this year. 
Supt. from the time he starts. 


ance companies in the U. S. for some years. 
months. 


Increase in Assets 


and work for the Globe. Apply, 


431 S. Dearborn St., 





HE Globe wants Reliable Life agents with experience in ordinary ana 
industrial insurance of good record in Chicago, Chicago Heights, 
Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 


The population of Chicago and surrounding towns and cities is 3,000,000, 
within the ‘‘forty mile limit’? reached by and through suburban transpore 
tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight”’ in the industrial branch. 


Can handle men who can write ordinary business. 


All policies pay for death and total and permanent disability benefit. 
8,000 death, total and permanent disability and other cash benefits paid on 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
“Claims Paid on Sight.”’ 


Contracts given with or without lapses being charged. 
contract an ex-Asst. Supt. of another company earned $4,000 the first 30 


Under the Globe system an experienced representative can become @ 


Progress of the Globe is five times greater than the average of life insure 
This year for the first six 


Increase in Premium Income...20 Per Cent 
30 Per Cent 


If you are a progressive industrial life insurance man come to Chicago 


Globe Mutual Life {ns. Co. 


Chicago, IIl. 


T. F. Barry, Sec. and Gen’l Mgr. 





THE EUREKA LIFE INSURANCE COMPANY 
of 


BALTIMORE, MARYLAND 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 


Incorporated 1882 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 
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FOR FOLDER 
SHOWING ELABORATE DISPLAY 





Prices: 


CHICAGO OFFICE 
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TRUST ESTATES 


By W. J. SINCLAIR 


Well-to-do men frequently have their minds burdened with the necessity of making 
some fitting provision for those who will survive them. A leaflet published by The 
Spectator Company entitled ‘‘Trust Estates’’ sets forth convincingly the methods 
and advantages of creating a trust fund with a life insurance company to provide an 
annual income in the future. . 
ercopy, 15 cents; 50 copies, $4,00; 100 copies, $6,00; 500 copies, $20.00; 
1,000 copies, $35.00; 5,000 copies, $150.00; 10,000 copies, $250.00. 

THE SPECTATOR COMPANY 


A real business producer. 


135 William Street 
New Yore 
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“The Automobile Companies that Set the Pace” 


“THE TWIN WINNERS” 








The Inter-State Automobile Insurance Co. 
PAID-UP CAPITAL $200,000.00 


The Inter-State Liability Insurance Co. 
PAID-UP CAPITAL $250,000.00 








Always First in the Field With Newest Methods 








Acknowledged the leaders because other companies, big and little, are adopting 
methods and policies proven best by Inter=State Pioneering. That’s why they 
are known as the 


“BEST IN THE FIELD” 


and called 


“THE TWIN WINNERS” 


HOME OFFICE ROCK RAPIDS, IOWA 
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Total $15,871,765.03 


Liabilities 10,394,164.19 
OF AMERICA ee erin 
Capital 2,000,000.00 


Net Surplus to Policyholders 7,477,600.84 


Marine 


Automobile oa Nae | ee) | (Sprinkler 
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Profit 
Windstorm 
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Rent 
Air and Sea 


Plane 


Bh aie ine Me Ran ee 
Pe, iahklaehlle iam Ms a he 
This is the Old South Church in Boston, Mass. 


built in 1729 


At this point the great fire of 1872 was checked with slight damage to the building. In the steeple chamber Thomas Prince 
collected his New England library. JIlere were held many of those remarkable meetings of early colonial days. Were Dr. 
Oliver Wendell Holmes recited “Old TIronsides,’? and Ralph Waldo Emerson his “Concord Hymn.’ Perhaps no_ building 
in the United States is of greater historic interest than this famous structure. In 1876 it was advertised and sold for 
$1350, to be removed within 60 days. The work of destruction at once began, the clock had been taken from its tower, and 
the masonry had been attacked, when a Boston firm stepped in and bought the right to hold the building uninjured for seven 
days. Then occurred one of the most remarkable meetings ever held within its walls. Wendell Phillips made his notable speech, 
after which the sum of $400,000 was raised, principally by the women of Boston and New England, and the old meeting house 


was saved. Any one visiting Boston should not fail to see it. 





HEAD OFFICE, 84 WILLIAM STREET, NEW YORK 


Western Department, P. D. McGregor, Manager, Chicago, III. Marine Department, 84 William Street, New York 
Southern Department, S. Y. Tupper, Manager, Atlanta, Ga. Pacific Coast Department, Rolla V. Watt, Manager, San Francisco, Cal. 
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FOR ACCOUNTANTS ASSOCIATION 
Meeting at National Board Rooms Nucleus 
of Organization 
About seventy-five fire and marine insurance 
accountants gathered in the rooms of the ‘Na- 
tional Board of Fire Underwriters on Friday 
last to make plans for a permanent organiza- 
tion. The meeting was called by the Insurance 
Accountants Society, a temporary organiza- 
tion formed to deal with the Federal income 

tax problems, 

The plan to form a permanent organization 
had been discussed among the accountants for 
a long time and hearty approval of such a 
course was expressed. D. R. Ackerman, chief 
accountant of the Great American, was elected 
temporary chairman with instructions to ap- 
point a committée of five to prepare a constitu- 
tion and by-laws. A meeting will be held next 
month at which time the committee will re- 
port. 

The objective of the new association will 
be to unify existing accounting methods of 
the various offices in order to meet the con- 
ditions imposed by the annual statements re- 
quired after the turn of the year by the In- 
surance Commissioners. It is thought that 
uniform accounting methods will be greatly 
beneficial both to the companies and to the in- 
surance departments and will mean a con- 


siderable saving of time and money. Discus- 
sions of various problems as they arise will 
be one of the objects of the meetings. 


Fireman’s Fund Notes 

A. W. Follansbee, Jr., marine secretary of 
the Firemans Fund, has returned to San Fran- 
cisco from a business trip to New York. 

Frank G. White, assistant secretary of the 
same company, has returned from Denver, 
where he attended a meeting of the Rocky 
Mountain supervisory committee. Assistant 
Secretary C. C. Wright has been appointed 
chairman of the executive committee of the 
Pacific Coast Automobile Underwriters Con- 
ference. 

The Firemans Fund is making preparations 
to occupy its new quarters in the building it 
recently acquired on Sansome street, San 
Francisco, adjoining the company’s head office 
building. 


Fires in Asphalt Works 
The burning of the Barber Asphalt Com- 
pany’s plant near Perth Amboy, N. J., a short 
time ago entailed a loss of nearly $3,000,000, 
and directs attention to the hazards of asphalt. 
In the new edition of Fire Insurance Inspec- 
tion and Underwriting by C. C. Dominge and 
W. O. Lincoln, published by The Spectator 
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NATIONALUNION 


Fire Insurance Co. 


vogue P, 


: JANUARY 1, 1920 
Cash Capital ee 
Premium Reserve - <. 

° Surplus to Policyholders : 
“Assets - - - . 


(PENNSYLVANIA STANDARD) 


= Agents writing Fire, Tornado, Rent, 
Business Interruption, Leasehold, 
Profit, Sprinkler Leakage, Explosion 
and Riot Insurance, also Automobiles 
against Fire, Theft, Collision and Prop- 
erty Damage, find the NATIONAL 
UNION a valuable acquisition. Faith-. 
ful service and surprisingly: good facil- 
ities are accorded as a matter of course. 
For enterprising agents it is a good 
Company by every test that counts. 
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Asphalt—A bitu- 
minous substance 
which probably 
owes its origin to 
a vegetable matter 
which has_ been 
subjected to a slow 
process of decom- 
position or decay 
resulting in the 
production of a bi- 
tuminous coal, 
from which, by vol- 
canic agency, the 
asphalt has been 
distilled and dif- 
fused over neigh- 
boring districts. 

Asphalt Works— 
In most plants the 
asphalt is already 
refined when re- 
ceived from _ the 
previous plant. It 
is then placed in 
coal-fired or steam 
kettles, then 
roughly mixed 
with cracked 
stone, and sand, 
from steam heated 
rotary driers. 
Platforms around 
kettles or furnaces 
should be of in- 
combustible ma- 
terial, usually lo- 
cated in old frame 
buildings outside 
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of the protection. 
This class is not 
considered desir- 
able insurance. 
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GETS F. W. KOECKERT ° 
Commercial Union Appoints Him 
Assistant Manager 


H. C. EDDY TO RETIRE DECEMBER 31 


Assistant Manager Clarence E. Porter Goes 
to Chicago—Southern Department 
Created With Dowdell Brown 
Manager 
Whitney Palache, United States manager of 
the Commercial Union Assurance Company, 
announced last week a important 
changes in the management as of January I, 

1921. 

Fred W. Koeckert becomes assistant United 
States manager and Clarence E. Porter, pres- 
ent assistant manager, will succeed H. C. Eddy 
as manager of the Western department. Mr. 
Eddy will retire at the end of the year follow- 
ing thirty-six years of service in his present 
position. The Commercial Union is also open- 
ing a Southern department the first of the year 
of which Dowdell Brown of Atlanta will be 
manager. : 

Colonel Eddy has had a long and distin- 
euished career as a fire underwriter. He is 
now seventy-two years of age. Starting his 
insurance work as a boy in a Providence, R. L., 
agency he later became connected with the 
Home, Great American and Phenix of Brook- 
lyn. He was appointed Western manager of 
the Commercial in 1884. A leader in Western 
underwriting circles, he was the first presi- 
dent of the Underwriters Laboratories and 
continued in that office down to within a few 
years ago. He was a well-known figure in the 
Western Union and was keeniy interested in 
all fire prevention work. Many other Western 
fire insurance organizations have been bene- 
fited by his activity as a member. 

United States Manager Whitney Palache has 
to say of Colonel Eddy: 

30th by his personal 
marked ability, he has identified our repre- 
sentation with the best standards. His facul- 
ties, mental and physical, are unimpaired, but 
he has richly earned release from active labor 
and responsibility. He will retire from active 
service on January I, 1021, and will always 
have our grateful remembrance. 

Mr. Koeckert, who becomes assistant United 
States manager, only recently resigned as first 
vice-president of the Evans companies. Mr. 
Koeckert is known to the insurance fraternity 
as one of the best producers of business among 
them. Starting with the German of Indiana, 
and going later to the Phenix of Brooklyn, he 
became executive State agent of the Fidelity- 
Phenix in its Western department and rapidly 
rose through the offices of assistant Western 
manager, Western manager and second vice- 
president of the Continental to first vice-pres- 
ident of the American Eagle, Continental and 
Fidelity-Phenix companies. His ability as an 
underwriter is due in some measure to an ex- 
ceptionally pleasing personality, which enables 
him always to get the very best from the men 
under him. 

Mr. Porter has had a long experience with 
the Commercial Union and will enter the West- 
ern department fully equipped to carry out the 


series of 


qualities and_ his 
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EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 





Kg: & Inspector or Adjuster is 
Gn), ELIGIBLE 
Luce TO THE 


Iowa State Traveling Men’s Association 


“Oldest and Best’’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 
Insurance to February Ist, 1921, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 














Great American 
Ansurance Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


CAPITAL 


$5,000,000.00 


7 1 FOR ALL OTHER LIABILITIES 


17,191,302.37 


ET: SURPLU 


11,010,376. 51 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31st, 1919 
Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 


Company now owns 


$10,000,000 U." S. Government Liberty Loan Bonds. 
Home Office, One Liberty Street 
New York City 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 


10 Sansome Street | 
San Francisco, California 


Western Department 


WALTER H. SAGE, Gen’! Mér. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Il. 


Boston Office Marine Department 


ROGERS & HOWES, Managers WM. H. McGEE & CO., Gen’! Agts 
4 Liberty Square, Boston, Mass. 15 William Street, New York City 








“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


Osstem sltberebace meshes Oem o-beRem la clenay 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


183,000,000 








THERE IS INSPIRATION “i 


in working for T he G xreat- We st_L Life. So the Age nts say, —One writes: 
eet + oS ee a ea a ~~ oer eee 
wm ‘I feel confident. if an ‘Agen nt can t write Bus siness for The G reat- West Life, he is not 
adapted for Life work; as an Agent has e verything in his favor and it is an inspiration 
to represent a Company that is doing so well for its ‘‘Poiicyholders.”’ 

If you need just such co-operation and have a record to show—write to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office = Winnipeg 
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THE IMPORTERS AND EXPORTER 
INSURANCE COMPANY — 
of New York 


17 South William Street 
NY. 
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policies heretofore so successfully pursued 
by Colonel Eddy. He gained his insurance ex- 
perience in Philadelphia and is known to be a 
first-class underwriter. He goes to Chicago 
with all the advantages of having been for 
some time in close collaboration with the 
United States manager. 

Dowdell Brown, member of Jerome & 
Brown, general agent of the Providence Wash- 
ington, Camden, Virginia Fire and Marine and 
3oston insurance companies, is a man excep- 
tionally well acquainted with the Southern 
insurance field. He has had a long experi- 
ence and was for several years secretary of 
the Atlanta Home Insurance Company. He 
will open the new department in the Transpor- 
tation building at Atlanta. 

Mr. Brown‘ will be assisted in the depart- 
ment by Eugene M. Ransom, who has been a 
special agent of the Commercial Union in the 
South for a number of years. He is, there- 
fore, well acquainted with the underwriting 
policy of the company and is familiar with the 
field which will be covered by the Southern 
department. 


Reinsurance Litigation Involves American 
Merchant Marine 


William D. Lee, a New York broker, has 
begun an action against Wade Robinson & Co.. 
Inc., principal for the American Merchant 
Marine Insurance Company. The action is one 
to recover commissions which Mr. Lee claims 
to be due on a reinsurance contract made by 
him with the Leas Assuranceselskap A. S. of 
3ergin, Norway. On account of the efforts in 
getting this contract Mr. Lee was to recéive 


cent of the gross 


two and one-half per 
premiums conceded, which was to be paid each 
month, within sixty days after the end of that 
month. The agreement was entered into on 
January 1, 1918, and Mr. Lee received commis- 
sions up to May I, 1919, but not after that. In 
his action Mr. Lee claims $11,000 commissions 
for the period from May 1, 1919, to December 
31, 1919. 

Wade Robinson & Co., Inc., set up a counter 
claim alleging, as basis therefor, that Mr. Lee 
had falsely represented the Leas Assurancesel- 
skap, A. S. to be financially sound, but that it 
did not maintain its credit in this country. The 
counter claim was set aside by Mr. Justice 
Newburger at special term. 


Underwriters Laboratories Tests 


The underwriters laboratories have been 
making some interesting tests with concrete 
caps for wooden columns. Usually in a fire 
where iron caps are used, the columns burn 
and break off at the point of joining with the 
caps. As iron is a good conductor of heat, so 
excessive temperature occurs at these points, 
with the concrete caps, which are poor heat 
conductors, it has been found that the columns 
burn through the center before they do at the 


points of joining the caps. 


Preus, formerly Insur- 
elected 


—It is believed that J. O. 
ance Commissioner of Minnesota, has 


Governor of that State. 


been 


HOME TO DOUBLE CAPITAL 


Will be Largest Capitalized Insurance 
Company in America 

The directors of the Home Insurance Com- 
pany of New York have approved a plan to 
double the capital of the company. This will 
mean increasing the present capital of $6,000,- 
000 to $12,000,000. The Home will then have 
the largest capitalization of any insurance com- 
pany in America. 

The new stock will be offered to present 
holders at $150 per share of $100 par value. 
As Home stock is now selling at about $590 
per share the rights will be of great value to 
the present shareholders. The plan will add 
$3,000,000 to the company’s surplus, making a 
net surplus of $18,000,000, a surplus to policy- 
holders. of $30,000,000 and asset's of $65,000,000, 


R. L. Betty to Locate in Atlanta, Ga. 
X. L. Betty of West Point, Miss., who has con- 
a very insurance agency in that 


I 


ducted successful 








R. L. Betry, West Point, Miss. 
Who will shortly move to Atlanta, Ga. 


. 


city and vicinity for the past eleven years, makes the 
announcement that he has sold his agency, as well 
Atlanta, Ga., 
insurance activities in that city 
Office headquarters 


as other interests, and will locate in 
entering the general 
not later than January 1 
have already been secured in the Citizens and South- 
ern bank building in that city, and certain company 
connections already arranged for. Mr. Betty has 
conducted a unique agency for several years in which 
he has systematically conducted ‘fire prevention” 
campaigns through the public schools in his vicinity 
results in his loss 


next. 


which have reflected wonderful 
ratio. His total ratio for all companies represented 
was only 9 per cent for 1917 and 31 per cent for 
1918, and 25% per cent for 1919 for fire and tornado. 
He has built one of the most substantial local agencies 
in North Mississippi, always conducting same along 
high-pressure and progressive lines, taking an active 
part at all times in the general progressive activities 
in his community, acting as general secretary for the 
Business Mens League for a good many years, during 


which time he, almost single handed, landed a 
$2,000,000 government aviation field, winning the 
confidence and praise of the War Department for 


29 





service as a citizen during the war period, serving as 
chairman of the Four-Minute Men, publicity chair- 
men of the Red Cross, member of the National 
Council of Defense, member of the-Federal Highway 
Council, member of the board of the Pan-American 
Union, member of the Mississippi Highway Associa- 
Council, World Trade Club, 
Association, member of the Aerial 
chairman for his 
War Saving 
secured the 


tion, Foreign Trade 
Cotton 
League of America, 
for the four 
three Red 


American 
advertising 
county Liberty Loans, 
drives, 
county, as well 


Drive, Cross 
famous Burlington 
as lending valuable assistance in the construction of 
the many good road projects in that section during 
publicity 


Stamp 
highway for his 


the past ten years; secured hundreds of 
articles for the famous Prairie Section of Mississippi 
in the various national newspapers and magazines; 
member of the United States Chamber of Commerce; 
influenced numerous local enterprises to locate in his 
agricultural diversification 


agent campaigns, Pig 


city, aided in various 


projects; promoted county 
clubs, many civic improvements; a prominent Mason, 
member of Shrine and on executive committee of 
Hamasa Temple; member of the board of officers of 
the First Christian Church, has_ several times 
been prominently mentioned as candidate for Mayor 
of West Point, declining, feeling that he could better 
serve his city as private citizen. Mr. Betty will bring 
his wife and daughter of eight to Atlanta not later 
than January 1, thus becoming one of its progressive 
“Half Million by 1930.” He will be associated with 
a prominent Atlanta citizen in the new agency. 

Mr. Betty’s long experience in and study of the 
insurance business have qualified him as an insur- 
ance expert, as is attested by numerous clients who 
have had occasion to call upon him for expert service. 


Fire Insurance Pointers 
Information presented below is reprinted 
from that valuable text-book and encyclopedia 
entitled, “Fire Insurance Inspection and Un- 


by C. C. Dominge and W. O. 


derwriting,” 
Lincoln: 


Butter Dishes—Are made of wood or waxed 
paper. In the latter process, an automatic ma- 
chine waxes one side of the paper, forms the 
box and binds the ends with wire. The paraf- 
fine wax is heated at the machine by direct gas 
heat similar to a stripper in a paper box 
factory. Paper cutters and slitters also used. 
Floor under and around waxing machine 
should be kept free from scraps. Hazards are 
similar to paper box making. 

Candling Eggs——Eggs are held in front of a 
small aperture in an enclosure containing a 
light which allows the candler to ascertain if 
there are any blood spots or water spots in the 
eggs. Dark rooms are required. Carelessness 
in handling packing material, electric light 
cords hung on nails, kerosene oil lamps or 
candles cause many fires. Candling was first 
done by holding the egg in front of a candle. 

Fire-stops—An incombustible partition of 
fire-resisting property between sections, cor- 
nices, frame walls, etc. (not a complete cut-off 
nor a fire wall.) May describe intermediate 
walls or buildings between risk and exposing 
risks. Furred walls or partitions may be fire- 
stopped while the building is being constructed, 
if the workmen place broken brick, loose 
mortar and other incombustible material 
(which is usually carted away) at the floor 
levels of all stories where the furred walls 
communicate to other floors. 

Lacquer Fires——Sawdust, if spread over the 
surface in sufficient quantity will readily and 
successfully extinguish fires of inflammable 
liquids, especially lacquer. When contained in 
moderate-sized tanks, such as those ordinarily 
used in manufacturing plants, or small fires in 
these liquids on the floor the above is very 
effective. The efficiency of the sawdust is un- 
doubtedly due to its blanketing action in float- 
ing for a time upon the surface of the liquid, 
thereby excluding the oxygen of the air. The 
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THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
Home Offices, WICHITA, KANSAS 














MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 
Policies Issued on the Weekly Plan Only 





‘‘Our Record is Our Reputation” 








THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S.R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 


Boston Mutual Life Insurance 
Company 
77 Kilby Street = 7"¢ Company of he — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms,of up-to-date contracts issued. 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 











W. A. JOHNSON, Pres. J. A. WALKER, Secy. 
Fire Casualty Life 
RE-INSURANCES 


WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 








N. Blackstock, Pres. Baird Pallette, Gen. Mgr. H. Perk, Jr., Sec’y 


COMPLETE COVERAGE 


Automobile 














Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with the 
undersigned company on salary, expense and: 
commission. In writing give full details, past 
history and reference. . Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 


A PENN MUTUAL PREMIUM, less a PENN 
MUTUAL DIVIDEND, purchasing a PENN MU- 
TUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION 
which in the sum of ALL ITS BENEFITS is unsur- 
passed for net low cost and care of interests of all 
members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 























ZURICH 


GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 

















Metropolitan Casualty Insurance Co. 
OF NEW YORK 
Home Office 47 Cedar Street 


PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, President 
ROBERT A. DRYSDALE, Vice-President. S. WM. BURTON, Secretary 
ALONZO G. BROOKS, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 
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HAIL SEASON GOOD 


Many New Companies Entered in the 
Field During Past Year 


WESTERN ASSOCIATION MEETS NEXT 
WEEK 











Aggregate of Premiums Thought to be as 
Large as that of 1919 


Reports from several offices ordinarily writ- 
ing large amounts of hail insurance indicate 
that the experience this season has been a 
It will not be known until the 
next week 


favorable one. 
Western Hail 
exactly how good the season has been, but in 
general, the prevailing opinion seems to be 
that the loss ratio will be about the same as 
of last year, or only slightly less favorable. 

A large number of companies have been 
offering hail insurance this year for the first 
time. Naturally all of them got some business 
and the result has been that the premium in- 
come from that class of business has been split 
up this vear much more than usual and few 
companies expect to show as large an income 
from this source as last year. It is thought, 
however, that the total income of all the com- 
panies will be equal to that of last year. 

The entry of so many companies into the 
field of hail insurance is due probably to the 
very satisfactory loss ratio of 1919 and also 
to the general tendency of the companies nowa- 
days to look more closely to side lines. On 
the other hand it may be safely predicted that 
a good many of them will drop out when a 
particularly bad year comes along. 

The field for hail insurance has not been 
quite as large this year as in some past years, 
due to the great reduction of acreage of the 
crops insured. The falling price of grain and 
the scarcity of labor in the fields are responsi- 
ble for this condition. These factors have 
probably more than offset the normal growth 
of the business. 

The Western Hail Association meets in 
Chicago on Tuesday of next week and the 
Canadian association on the following day. 
At that time the figures for the season will be 
available and the experience of all the com- 
panies made public. 


Association meets 


Union Reserve Increases Directorate 

The Union Reserve Insurance Company of 
New York has announced an increase in its 
board of directors to nineteen members. The 
company now has on its board representatives 
of several branches of industry and finance as 
well as a majority of experienced insurance 
officials. The Union Reserve is now licensed 
in the following States: 

Arkansas, Delaware, Indiana, Illinois. 
Nevada, North Carolina, Pennsylvania, Texas, 
New Jersey, Utah, West Virginia, New York, 
Michigan and New Hampshire. 


H. M. Huff Dead 
H. M. Huff, an independent adjuster of 
Chicago, died suddenly last week. He was a 
former field man, having been connected with 
the Merchants of Newark and the National 
Union of Pittsburgh. 


A Comprehensive Textbook for Students 


Many young men, at this time of the year, 
are beginning courses of study which will con- 
tinue throughout the winter and spring, in re- 
lation to the general subject of fire insurance. 

What is considered to be the most compre- 
hensive book available for such students is 
“Fire Insurance Inspection and Underwriting,” 
by C. C. Dominge and W. O. Lincoln, pub- 
lished by The Spectator Company, New York. 
The second and greatly enlarged edition of 
this valuable encyclopedic work was recently 
issued, and in its 763 pages includes a vast 
amount of condensed and valuable information 
relating to some 3200 subjects. The topics are 
arranged alphabetically, and include insurance 
terms and definitions, descriptions of manufac- 
turing processes and their fire hazards, 
chemicals used in commerce and their fire or 
explosion dangers, numerous features of build- 
ing construction, information as to fire pre- 
vention and protection, data concerning insur- 
ance policy forms, etc. 

In a word, “Fire Insurance Inspection and 
Underwriting’’ embraces between its covers 
more useful information for fire underwriters 
and students of the business, and upon more 
separate and distinct topics, than any other 
book extant. It also contains numerous illus- 
trations, is well printed upon thin paper, and 
is handsomely bound, 

Every student of fire insurance should possess 
a copy of this unique work, the price of 
which is $5.00. 


Brooklyn Brokers to Meet 

The annual meeting of the Brooklyn Brokers 
Association will be held on Thursday night, 
this week, at the Chamber of Commerce rooms 
in Brooklyn. Officers will be elected and the 
meeting will be addressed by Albert W. Sea- 
man, attorney, who will speak on questions of 
automobile thievery and careless driving. 

The nominating committee has presented the 
following names for election: 
President, John Boylan; vice-president, 
Louis Arnold; secretary, George H. Holden; 
treasurer, John Woodenbury. 


F. L. Gardner Elected Assemblyman 

Frank L. Gardner, vice-president of the 
United States Fire Insurance Company, in 
charge of the Poughkeepsie, N. Y., office, was 
elected assemblyman by a large margin at the 
recent elections. 

Mr. Gardner is president of Vail & Sutton, 
Inc., fire insurance agents of Poughkeepsie. 
It is the oldest agency in the Hudson river 
valley. 


Ogden & Fay in New Offices 

Ogden & Fay, a well known agency of New 
York, have moved to 85 Maiden Lane where 
they have larger and more convenient offices 
than in their 55 John street quarters. The 
agency represent the Newark Fire, Tokio 
Marine and Fire, London and Scottish Assur- 
ance, Columbia, Dixie Fire and Independent 
Insurance. 


3I 


ALFRED G. DENT IN UNITED STATES 


General Manager of Liverpool and London 
and Globe to Meet Field Men in 
White Sulphur 


Alfred G. Dent, secretary and general man- 
ager of the Liverpool and London and Globe 
Insurance Company, is on his last visit to this 
country before his retirement from active serv- 
ice. 

After a few days in the New York office, 
Mr. Dent left for White Sulphur Springs with 
some of the company officials. He will meet 
the field men of the company there next week 
in their annual meeting. 


York State 
M’. Crittenden president; G. P. Peck 
and J. M. Donald, vice-presidents, and W. D. Hunter, 
chairman of executive committee. 


The Underwriters Association of New 


has elected F. 


—Gilbert Weldon, heretofore special agent for the 
Continental of New York in Virginia, will represent 
Insurance Association in the 
Far East, with headquarters at Calcutta, India. 

—The Underwriters Service Association has 
opened a branch office in Indianapolis for the State 
of Indiana. John W. Weddell, an inspetcor for the 
Chicago office for several years, is to be in charge. 

—The 
Alliance of Galveston, 
Texas 


the American Foreign 


Inter-Insur- 
recently ex- 
Insurance Department and 
September 30, 1920, of 
on commercial 
fire, 


Manufacturers 
was 


Merchants and 
ance Tex., 
amined by the 

found to have a 
$14,500. It 
properties and 
theft, collision, property damage and liability. 


surplus, 
writes fire insurance 


automobile coverage, including 

—Aeroplane’ losses have been so numerous of late 
on the Pacific that it is reported that several insur- 
ance companies have ceased writing such risks in that 


territory. 








“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 
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5 0 WE WANT AGENTS 
to push our five-pointenine policies. 
Excellent Iowa territory and liberal 
& ‘contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO: 
A. L. HART, Agency Mgr. 
Heme Office—Registee Tribune Bidg.—Des Moines, Iowa 


E 


‘Commonwealth 


| 
| 


| 


D. Powers, President . 
Smith Homans, Asst. Sec’y and Actuary 


Darwin W. Johnson, Sec’y and Treas. 
Louis G. Russell, Mgr. Industrial dept 


Life Ins. Co. 


Home Office: Commonwealih Bldg., 106-110 South Fifth St. 
Louisville, Ky. 


THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 


We have some good territory in Kentucky and Alabama still open, 
and to first class men, we can offer a good proposition. 


Address the Company 











Agency Openings in Indiana 


Excellent territory for both local and 
general agents who know how to work. 


Our policies sell when others will not 
Rate, Age 30, $14.26 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 











Look up the record of 14 years’ successful life insur- 
ance service of the 


FORT WORTH LIFE 


Fort Worth, Texas. 


Then write concerning an 
Attractive Contract to sell 
Popular Policies at 
Reasonable Rates in 
Prosperous Territory in Texas 











Henry M. Schnarr 
Secretary=-Treasurer 


FIRE 
RE-INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


15 William Street 
New York 


Horace R. Wemple 
President 


New York 











QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted — Specialty Salesmen — Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
Equipment, whois ‘‘Four Square” and willing to work;can make 
not less than $20,000.00 per year helping us to continue the 
breaking of all Life Insurance records. 

Great Opportunity for the men who can qualify! ! 

From May,1919,to May,1920, Twelve Months—One Year— 
we wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. 

If you can qualify, write or wire 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


Topeka, Kansas. 

















Tue PENINSULAR CASUALTY INSURANCE CO. 


Home Office—BAY CITY, MICHIGAN 
Authorized Capital $250,000.00 


Now writing—Accident and Health Insurance, Live Stock. 


Commencing January Ist, will write General Casualty Lines, 
including Automobile. 


Attractive Agency Proposition in Michigan, and will soon enter 
adjoining States. 


Colon C. Lillie, 


Lowry Vahe 
President. x Ad 


0 ; Harmon J. Wells, 
Managing Underwriter, 


Secretary and 
General Manager 














National Life Insurance Company 
of the Southwest 


The company to represent in New Mexico and Arizona 
“More days of Sunshine’’ 


For attractive agency proposition Write 


E. T. CHASE 


Secretary & General Manager 
ALBUQUERQUE, NEW MEXICO 























Fidelity and Surety Bonds 
Accident and Health 
Monthly Payment 




















ae ObF 





A. J. SABATH, President 


Pennsylvania, Kentucky, 


CHICAGO BONDING AND INSURANCE CO. 


Home Office—CHICAGO, ILL. 
CAPITAL AND SURPLUS TO POLICYHOLDERS, OVER $1,000,000.00 


Plate Glass 
Burglary . 
Automobile. Liability—Property 
Damage and Collision 
Licensed by the United States Government, the District of Columbia, and the following States: 
Illinois, Iowa, Kansas, Michigan, Missouri, Minnesota, Ohio, New Jersey, Indiana 
Wisconsin,*- Maryland, Nebraska, West Virginia. 
A Company conduc i i w i ; 
outned of its Si Fogo mnecs nen tenga agai — a SLE, wiehhs poling 


WRITES 


General Liability 
Elevator 
Teams 


O. F. ROBERTS, Vice-Pres. & General Manager 
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INDUSTRIAL CONFERENCE 


Move Made Toward Establishing 
Standard Pro Rata Clause for 
Policies in All States 





NEW ELIGIBILITY RULE ADOPTED 





Southern Organization Urges States not to 
License Concerns Having Less Than 
$100,000 Assets 

On the recommendation of the laws com- 
mittee, the Southern Industrial Insurers Con- 
ference, at its session in Atlanta last week, 
adopted a resolution looking to a standard pro 
rata clause for policies in all States and pro- 
vided machinery for bringing it about. State- 
ments will be prepared for the legislatures in 
each State. It was also decided that no com- 
pany with less than $100,000 of assets was 
eligible for membership in the organization, 
and to urge that none with less than that 
amount be licensed in any of the States. Peti- 
tions to legislatures to this effect will be made. 

The convention met November 4 and 5, in 
Atlanta, being welcomed on the part of the 
State by Governor Dorsey and Insurance Com- 
missioner William A. Wright: on the part of 
the city by Mayor James L. Key, and of the 
insurance people by Walter McElreath of the 
Industrial Life and Health, Atlanta. President 
C. A. Craig of the National Life and Accident, 
Nashville, responded to the addresses made. 
Reports by the officers took up the rest of the 
morning session of the first day. 

Speakers included John R. Copeland of At- 
lanta, who spoke on “The Value of Statistics 
in Weekly Health and Accident Business,” tak- 
ing the place of J. R. Leal of the Interstate 
Life and Accident, Chattanooga, unable to be 
present. James E. Acuff of the Life and Casu- 
alty, Nashville, reported for the committee on 
statistics, and there was full discussion on the 
general question. Mr. Copeland, who is an in- 
dependent actuary, has been making for some 
years a close study of this question. In fact 
Mr. Leal, who was to speak, is an understudy 
of Mr. Copeland, and as a team they are in the 
lead in the South in this particular field of 
work, 

Joseph A. McCord, chairman of the Board 
of the Sixth Federal Reserve Bank, spoke on 
Tuesday, as did C. S. S. Miller of the North 
British and Mercantile, the latter’s subject 
being “The Lions in Our Path.” President A. 
B. Langley of the Carolina Life, Columbus, 
S. C., reported for the special committee on 
claim co-operation. 

Major Dr. Joseph P. Bowdoin also delivered 
a thoughtful address on the problems which 
beset Southern life and accident companies. 

Wilmer L. Moore, president of the Southern 
States Life and recently elected chairman of 
the Southern Association of Life Insurers, old 
line and legal reserve companies, was quite 





happy in an address on the Golden Rule. He 
urged that the white people make the most of 
their obligation to the negro by teaching him 
Americanism, and he said that they could not 
longer escape the stamp of Cain in a sense if 
they do not meet this obligation. 

Greetings from the Health and Accident Un- 
derwriters Conference were brought by Presi- 
dent W. R. Sanders of Cincinnati. “The In- 
ter-Racial Movement,” was handled by Dr. 
Will A. Alexander of Nashville. This is a 
Government work and very much is expected 
of it in bettering the conditions that face the 
people who buy this kind of protection. 

P. M. Estes, general counsel, Life and Casu- 
alty Insurance Company, Nashville, was re- 
elected president; B. L. Tatman, president of 
the Reliable Life and Accident, St. Louis, suc- 
ceeded S. B. Coley of the Durham, N. C., Life, 
as vice-president, and W. R. Lathrop of the 
Health, Birmingham, is 
The executive 


Southern Life and 
again secretary and treasurer. 
committee is: 

R. H. Dobbs, Industrial Life and Health, 
Atlanta; Chas. E. Clarke, Peninsular Casualty, 
Jacksonville; C. A. Craig, National Life and 
Accident, Nashville; I. S. D. Sauls, Conti- 
nental Life, Washington; W. W. Chiswell, 
Peoples Mutual Benefit, Washington; A. R. 
Langley, Carolina Life, Columbia, S. C. 

A spring meeting will be held next year at 
Ashville, N. C., and a fall session at Birming- 


ham, 


Maryland Casualty in Sprinkler Con- 
ferences 


The Maryland Casualty Company of Balti- 
more announced last week that it has joined 
both the Eastern and Western Sprinkler Leak- 
age Conferences. The company withdrew a 
little more than three years ago, having been 
against several minor matters subscribed to 
by the conferences. The late president, John 
T. Stone, also felt that there was a lack of 
co-operation among the members. 


Meeting of Surety Underwriters 
The annual meeting of the Surety Under- 
writers Association of New York was held on 
Thursday last week in the Railroad Club. 
The meeting re-elected George E. Hayes of the 
Union Indemnity Company as president. Fred 
G. Williams of the Globe Indemnity was also 
re-elected as vice-president. Hale Anderson 
of the Fidelity and Casualty Company was 
elected secretary-treasurer. The executive 
committee is made up as follows: Charles EF. 
Finken, United States Fidelity and Guaranty ; 
Rupert Cavanagh, Maryland Casualty; E. A. 
Tallman, Royal Indemnity; Wallace P. 
Harvey, Fidelity and Deposit; William M. 
Tomlins, Jr., American Surety. 
Fourteen new members were admitted and a 
total of fifty-three were present. A resolution 
of sympathy to R. R. Gilkey, secretary of the 
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Business Integrity 


is important when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in connecti.n with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
backed by an excellent reputation 
for Integrity in its business deal- 
ings. 


AMERICAN 
REINSURANCE CO. 
HANOVER BANK BUILDING 








Surety Association of America on a recent be- 
reavement, was adopted. A committee was ap- 
pointed to secure a suitable gift expressive of 
the thanks of the association for the good 
work of M. A. Craig, retiring secretary-treas- 
urer. 

A lively discussion of blanket bonds for 
bankers took place and a great deal of useful 
information was brought out, 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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Agency Wants 


Actuarial 


Actuarial 








WANTED: UNDERWRITER 


One who has had experience in a larg® 
general agency handling all lines. Giv® 
age, experience, and present salary. Ad- 
dress Box 80, care THE SPECTATOR, 
P. O. Box 1117 City Hall Station, New 
York, N. Y. 











MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 








FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 

















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 





J. H. NITCHIE 


ACTUARY 


19 SOUTH LA SALLE STREET 


1523 Association Building 
Telephone, State 4992 CHICAGO 











W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 











NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, Mak. ROCHESTER 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 











256 BROADWAY NEW YORK 
W. R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 











DONALD F. CAMPBELL 


CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 





JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 














J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 

insurance or consolidation of either Legal Reserve, Mutual 

Assessment or Fraternal Life Companies, Associations or 

Orders. ; . 

Temporary money advanced on strictly private 
arrangements. ; 

All communcations held personal and confidential. 

Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


FRANK J. HAIGHT 


GEORGE B. BUCK 














E, F. JANSSENS 


Agent d’Assurances 
et de Reassurances 








CONSULTING ACTUARY 
ACTUARY Specializing in Employees’ 
810 to 813 Hume-Mansar Biég., hasan Benefit and Pension Funds 
Kraft Building Des Moines, lowa 256 BROADWAY NEW YORK 
JULIAN C. HARVEY T. J. MCCOMB 
CONSULTING 
ACTUARY CONSULTING ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 








Colcord Bldg.,. OKLAHOMA CITY, OKLA. 




















Anvers Bruxelles 
2 Courte rue des Claires 28 rue St Michel 
Actuarial 





JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 











FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 


F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 














T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 
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MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Blidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








ABB LANDIS, Actuary 


To January Ist, 1920, Mr. Landis 
has been employed by 204 of the old= 
est and largest Fraternal Societies in 
the United States and Canada, to 
compute rates of contribution, to 
make valuations, to report on read= 
justments, to prepare forms of certifi- 
cates, to write constitutions and to 
give technical advice. Long experi- 
ence in Fraternal work and technical 
knowledge of insurance and law give 
a superior value to his services. He 
has dealt with every phase of the busi- 
ness to the satisfaction of clients. 
NASHVILLE TENNESSEE 
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IRELAND 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, Ireland. Refer to Equitable Life, Mutual Life, New 
York Life, Metropolitan, Aetna Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consu: at Bel- 
fast. Cables: Mclldowie, Belfast. 











Insurance Examiners and Adjusters 











BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 
Phone Rector 8591-538-652 


INSURANCE ADJUSTERS 





(laim Investigations Appraisements (Auto Damage) 
Claim Adjustments Adjustments (Aero Claims) 
Auto Subrogation Claims 














LOSSES ARE ASSETS 


Whken handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed w.th 
the fairness of an adjustment 


R. L. NASE, 

Adjuster for Casualty Companies 
1110 Mutual Bldg., RICHMOND, VA. 
Liability, Compensation, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Carolina 














Company Representation Wanted 








A PORTO RICO 


firm, conversant with the insurance 
business, is seeking the representation of 
a reliable American Insurance Company 
desiring to canvass that territory, which 
offers an ample field for developing the 
business—preferably one which writes 
both fire and marine risks. 


Address P. O. Box 307, San Juan, 
Porto Rico. 











| phesaeicNteny ota AFRICA—A large and 
important firmof MERCHANTS, with 
valuable connections in BOMBAY, 
UNITED PROVINCES and_ other 
parts of India, and also established in 
East Africa, is prepared to take up a 
representative AGENCY for first-class 
Insurance Companies, transacting FIRE, 
ACCIDENT, LIFE and MARINE busi- 
ness. The firm is extending its Insurance 
Department in Bombay, and is in a posi- 
tion to offer valuable facilities to anyone 
desirous of increasing its business in 
India and East Africa.—Write, Box 9900, 
Post Magazine Office, 9St. Andrew Street, 
Holborn-Circus, London, E. C. 4, England. 
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BURGLARY MEN TO AGT nake for the prevention of Bien police 
nnot require, nor compel, the owners or occupants 
ee a of these buildings to take any precautions whatever 
Sees. fd ee ne ee j 
Police Commissioner Enright Speaks Ne. day Seni’ Kilma:he aie ceed eas “ene 
at Casualty and Surety Dinner hich is usually forgotten or in the constant changing 
escalated ibout is lost. If concerns cannot obtain jurgiar 
SUGGESTIONS WELL RECEIVED BY insurance because of the lack of protection in any 
MEMBERS ) I will go re they car all the 
ards b , of co se, th et 
Julius F. Van Riper Gives Talk—Two sanies must agree upon some code of reg 
Government Moving Pictures Novel vhich all shall subscribe and rigidly adhe 
Feature of Entertainment It is understood that the Burglary Insur 
The Casualty and Surety Club of New York ance Association will consider the Commis- 
held an informal dinner at the Drug and Jioner’s speech in the near future and un- 
Chemical Club on Thursday of last week.  joubtedly will take some action upon it. 


About 150 members and guests were present 


and an excellent dinner was enjoyed by them ae Paani ar 
President William B. Mann acted as toast- CASUALTY ACTUARIES TO MEET 
master and introduced the speakers of the Excellent Program Provided for Fifteenth 


evening, Richard E. Enright, police commis- Annual Gathering 


sioner of New York city, and Julius F. Van The fitteenth regular meeting of the Casu- 
Riper, branch secretary of the Norwich Union. alty Actuarial and Statistical Society will 
Two Government moving pictures were shown, held on Wednesday, November 17, at the Hotel 
“Camouflage in Modern Warfare” and “Re- Pennsylvania. At the business session, to be 
building Broken Lives.” called at to A. M., election of officers and two 
Mr. Van Riper’s talk dealt with American- members of the council will take place. The 


ism. He commented on the problems arising program will begin with the president's address 
out of the variety of races congregating in by Benedict D. Flynn, assistant secretary of 
America and the consequent cross-purposes of the Travelers Insurance Company of Hart- 
our political and social life. Added to the tord. Following this will be the reading of 
problems thus developed are those brought new papers and the discussion of old papers. 
about by ever succeeding effort of socialism to Luncheon will be served at the hotel, after 
distinguish between those who have and those which informal discussion of timely subjects 
who have not. These are conditions, he said, will be in order. 

which must be looked upon as a part of our Papers to be presented are as follows: 
evolution and which need our patient con- “Workmens Compensation Notations,” by 3. 


i. Perkins; “Corporate Bonding,” by Georg: 
1), Moore and R. H. Blanchard; “Group Ac- 
, ; : : cident and Health Insurance,” by James B. 
pleased with the address of Police Commis-  (rajo-: “( Jrigin and Development of the Amer- 
sioner Richard E. Enright of New York. His ican Accident Table,” by Miss Olive E. Out- 
water; “Disability Benefits in Life Insurance 
Policies,” by Joseph H. Woodward. 


sideration, 
The underwriters generally were much 


address contained several pertinent suggestions 
regarding burglary insurance which are looked 
upon as likely to be of great value to the busi- 


ness, Special Meeting of Workmen’s Compensa- 
Commissioner Enright’s chief point in his tion Bureau 
address was to call attention to the fact that The National Workmen’s Compensation 


many robberies are successful because of the bureau held a special meeting last week in 
absolute carelessness of the owners in caring New York to discuss rates for excess com- 
for their property. This carelessness often pensation insurance. It was decided to post- 
brings about a chain of circumstances which pone action until the regular meeting which 
makes burglaries possible in spite of the best will be held December 7, 





possible efforts of the police. He suggested 
that insurance companies require proper care 


of property insured and so far as get WANTED: FIRE GENERAL 
assist the police. In doing this they might . 
stipulate that all employees be properly recom- AGENCY 
mended as to character and that buildings be 
provided with competent watchmen and alarm 


An office with ten years’ ex- 


systems. A system of sealing lofts might he perience with over 700 report- 
feasible. They should require care in selecting ing agents writing surety and 
apartment and dwelling house employees. causalty lines is desirous of 


He further suggested care in obtaining 


making a General Agency con- 
nection for Oklahoma and 


names of co-partnerships and the personnel ot 


companies, as many alleged robberies are later 


found to be disputes. A central information Arkansas with a liberal writ- 
bureau where companies could obtain records ing fire company. Address: 


of the insured in the same manner as life in- P. B. X care THE SPEC- 
surance companies was another important sug TATOR. Post Office Box 1117 


gestion which will doubtless receive attention. 











. = . = . - 3 
The Commissioner summed up his sugges City Hall Station, New York, 
tions as follows: N. Y. 
In a general way the surety companies can Te 
ire and enforce many improvements which l 
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FACTS FROM THE REPORT OF THE EXAMINATION OF THE 


MODERN WOODMEN OF AMERICA 


ROCK ISLAND, ILLINOIS 


MADE BY THE INSURANCE DEPARTMENTS OF ILLINOIS, INDIANA, MISSISSIPPI 
AND NEBRASKA 


The examination covered the years 1917, 1918 and 1919, and shows as of December 31, 1919 
Admitted Assets of $14,865,096.48, and Liabilities of $2,592,841.40 


Investments 

The Society’s real estate, embracing chiefly its home office building in Rock Island, and its sanatorium buildings 
in E] Paso County, Colorado, are carried at cost, and it is stated that “‘all of the above real estate was paid for out 
of the general or expense fund of the Society.” 

The mortgage loans have been purchased under a guarantee of repurchase if found unsatisfactory within a year, 
and the examiners report that ‘‘all papers pertaining to said loans were examined and found complete and satisfactory.”’ 

The bonds owned are principally United States Liberty Bonds, the remainder being school district, and road 
bonds, all of which were counted and inspected by the examiners. 

The Society’s cash is deposited in 231 banking institutions throughout the country, and the amounts were 
verified by affidavits of bank officials. The cash so deposited amounted to $3,527,835.48, and each bank pays interest 
on deposits and secures the Society against loss by means of a surety bond. $1,000,000 of the bank deposits are to 
be invested in bonds bearing not less than four and one-quarter per cent. 


Assessments and Losses 
Twelve assessments were collected in each of the years 1917, 1918 and 1919, the full amount being placed in the 
benefit fund, and used only for the payment of claims. The following statement shows the aggregate amounts 
received and paid out during these three vears: 




















Year Membership Assessments Losses Paid 
eee hye Sis (dad wear 1,047,011 $13,823,770.25 $14,951,750.62 
ONS Sing SoG a5uanietanteves bude weeecaxgekbe ee 1,067,161 13,269,225.68 17,298,756.15 
ee Tree er ree spend vecareaeeaua 1,054,131 17,296,495.10 19,960,386.50 

Pe hed Hades ook W eed ee < cee nhs doko Obert $44,389,491.03 $52,210,893.27 


While the excess over claims paid and unpaid over assessments received was $8,328,796.44, other revenue, in- 
cluding interest, the patriotic fund and increase in uncollected assessments, less a few relatively small loss items, pro- 
duced for the benefit fund $6,369,450.61, so that the actual decrease was but $1,959,345.83. The amount of excess 
losses due to influenza, as found by the examiners was $6,731,956. Following the increase in assessment rate 
effected July 1, 1919, the excess of losses over assessments received gradually became less. 

The income of the general fund in 1919 was $2,146,521.51, while the disbursements were but $2,007,841.20. 


Remittances and Funds 

The examiners report described the method of handling remittances, and said: 

‘The business affairs of the Head Clerk’s office are systematically arranged and in charge of competent and in- 
telligent persons. There are fourteen separate departments. Those in charge of nine of these departments are 
under bonds issued by the National Surety Company of New York, inasmuch as their duties require handling of 
funds or accounts.” 

Sanatorium 

The Modern Woodmen of America maintains a sanatorium for the free treatment of its members afflicted with 
tuberculosis, tbe expenses of which are covered by an appropriation of the general fund amounting to thirty-six cents 
per member per year. 

Claim Payments 

As to the payment of claims the examiners report: 

“It was disclosed that as a rule the Society paid its claims promptly and in full. It has a system of thorough 
investigation of all claims, and when the Directors are convinced that fraud or illegality exists, the claim is re- 
jected, and unless a suit is brought within a year of the time of such rejection, the suit is dropped. The records show 
that a very small percentage of claims filed are rejected and dropped.”’ 


Membership and Mortality 
The number of members December 31, 1919, is reported as 1,054,131, and the amount of insurance in force as 
$1 ,627,088,500. 
The mortality due to war and influenza in the period covered by the examination produced claims amounting 
to $8,135,956. 
The Largest Fraternal Society 
The Modern Woodmen of America is stated by the examiners to be ‘the largest fraternal society in the United 
States, both in membership and in insurance in force. * ‘ * The adoption of an increase in rates effective 
July 1, 1919, isa step in the right direction, and the Society is to be congratulated for it. * . * The books 
and accounts appear to be carefully and correctly kept, and are periodically examined and audited.”’ 
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MORE 


than a mere promise to 
pay in the event of loss 


REINSURANCE 


is a pledge of co=opera= 
tion. 


We help solve a surpris= 
ing number of problems 
for our REINSURED, 
as a part of the SERVICE 


EMPLOYERS 
INDEMNITY 
CORPORATION 


Kansas City 


NEW YORK 
35 Nassau Street 


CHICAGO 
Insurance Exchange 


THE SPECTATOR 








Miscellaneous Insurance 














ON THE PERSONAL SIDE 


tf 




















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 


Semi-Annual Statement, 
December 31, 1919 


vuce.se! from Statement to U.S. Treas. Dept 


$3,890,624 . 00 
1,000,000. 00 
564,840. 00 


Admitted Assets. . 


UII Sac wece w 


Eleven Years of Steady Growth 
Prompt and Dependable Service 








A. Ross Hanners, local secretary of the 
London Assurance, has tendered his resigna- 
tion in order to become manager of the city 
offices of the Commercial Union Assurance 
Company. He will take up his new duties on 
January 1. 

John Robertson joint general manager of 
the Northern Assurance Company, while visit- 
ing Chicago last week entertained the executive 
and field staff of the company’s Western de- 
partment at luncheon in the Union League 
Club. A large number of men were present 
and the work of the past year and plans for 
the future were discussed. 

M. J. Cleary, vice-president of the North- 
western Mutual Life, has been chosen to de- 
liver the graduation address before the present 
class at the Carnegie Institute of Technology. 
The graduation is scheduled for December 16. 

R. G. Hake has been appointed as agency 
manager for the Bankers Life Company at 
Kansas City, Mo., to succeed H. G. Lee, re- 
signed. Mr. Hake has been a member of the 
field force of the Bankers Life Company for 
many years and was, at one time, general agent 
for the company in Oklahoma. 

John Marshall, Jr., 
Fireman's Fund, has returned to San Fran- 


vice-president of the 


cisco, from an extended trip through the East, 
where he represented the company at many 
important insurance conventions. Mr. Marshall 
attended the meetings of the Eastern Union, 
Western Union, the agents’ convention at Des 
Moines, and numerous automobile conferences. 

W. T. Grant, vice-president of the Business 
Mens Assurance Company of America, will 
celebrate his birthday on November 30. In 
order properly to recognize the event, L. D. 
Ramsey, treasurer of the company, has inaugu- 
November as “Tom Grant’s Month” 
To each 


rated 
among the agents of the company. 
agent has been given a quota in proportion to 
his usual production and it is expected that a 
record month will result. Mr. Grant is the 
virtual head of his company and has been a 
consistent worker. He is not only well-liked 
among his own agents, but is also prominent 
in underwriters organizations, such as the 





Health and Accident Underwriters Associa 
tion. 

L. R. Hamann has returned to Detroit from 
Memphis to resume his position as head of 
the Michigan branch. 

Ray Menzies has been appointed special 
agent for the Glens Falls in Michigan. He 
was formerly with the automobile department 
of the company as an underwriter. Before 
that time he was at the home office. 

Kenneth Hatch has been appointed special 
agent of the Niagara Fire, assisting State 
Agent Lloyd S. Wallace in Wisconsin. Mr. 
Hatch was formerly in the New York office 
of the Niagara. 


T. H. Burnett has been appointed special 
agent in Nebraska for the Commonwealth and 
Mercantile. He will assist State Agent Mc- 
Laughlin. 

Warren Griffith, superintendent of agents for 
the Continental Casualty Company of Chicag 


will leave the middle of November for an ex- 
tended Western agency development trip, visit- 
ing all the principal agencies in the West and 
on the Pacific Coast, in the interest of the 
liability and commercial accident and healt! 
departments of the Continental. 
Bonding and Casualty Vacancy 

The Iowa Bonding and Casualty Company 
probably will defer making its appointment of 
a new representative for Chicago to take the 
place of Kuhns & Pogge until the casualty 
Tuttle, 


secretary of the company, has been in Chicago 


situation clears up somewhat. Joel 


several times recently looking over the various 
propositions offered, but for the present is 
taking no action. 





Casualty Insurance Exchanvre “lection 

The Casualty Insurance Exchange of New 
York has elected John S. Turn chairman 
Stanley G. Martin vice-chairman, and Ge 
Wetzel secretary-treasurer. 


The Service Mutual Liability f Boston was 
licensed last week f y the Insurance Department t : 
a casualty business Vred S. Smith is president 


th company 


to Both Patrons and Agents 


CRUM & FORSTER 


We Solicit and Write: 
GENERAL AGENTS 


| 
Surety and Fidelity Bonds | 


| Accident and Health 95 WILLIAM STREET NEW YORK CITY 
| 


Plate Glass 
Workmen's Compensation 
Employer’s and General Liability 
burglary and Automobile Insurance 


The North River Ins. Co., N. ¥. 
Union Fire Ins. Co. Buffalo, N, Y. 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 


Potomac Ins. Co., Washington, D.C. United States Underwriters’ Policy, N. Y- 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


| Let the Southern Serve You £. M. GUND, Mer. Western Dept. 
San Fraacisco. California 


esl Sresport, Illinois 
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SAFETY for 
THE WIDOW’S MONEY 





Through The 


. MONTHLY 
gs INCOME 
PLAN 


A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
-desiring a powerful aid to 
the sale of this great busi- 
ness-building policy, now 
just coming into its own. 


Printed attractively as an 
8-page leaflet, vest-pocket 
size. 











A Sample Will Convince You 
Send For It. 





The Insurance Field Company 


INCORPORATED 


P. O. Box 617 Louisville. Ky 








PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Sallie Street CHICAGO, ILLINOIS 








| HOME LIFE INSURANCE CO. 


NEW YORK 
WM. A. MARSHALL, President 
The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 683% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 
For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, NEW YORK 


THE WOMAN’S BENEFIT ASSOCIATION 


OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 














Largest Fraternal Benefit Society of Women in the World 


A ‘*Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 230,000 

The Reserve Fund is more than $13,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


(;eneral, ccident 


FIRE AND LIFE 


i ASSURANCE CORPORATION, Lid. 


FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 






















Stability with Fraternity 


THE FRATERNAL AID UNION 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 
Assets of Two Million Dollars Operating in Thirty-eight States 
SOMETHING DIFFERENT 


If interested, address 
V A. YOUNG, Supreme President, LAWRENCE, KANSAS 



































NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 
JOSEPH W. BECK, 8 Agent GUSTAVUS B. HOLT, Special Agt 
; pry all ag eg ; 72 Kilby Street, Boston, Mass. 


W. P. RAY, Special Agent 
Terre Haute, Ind. 


FRANK G. DELA HUNT, 
720 a... Wis. 


ERIK LINDSKOG, Special Agent 
TW. Lake Bt. Mianeopolie, ‘bins 





C. C. CRANDALL, Special t 
Cambridge Springs, Penn. —_ 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 
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Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTp. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 
33 Broad Street, Boston 


Dwight & Hilles, Resident Mgrs. for N. Y. State, 56 Maiden Lane, N.Y. 


‘*OUR BONDS GUARANTEE INTEGRITY’’ 


CASUALTY 


SURETY 
INSURANCE 


BONDS 


NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 




















THE UNITED STATES 
LIFE INSURANCE 
COMPANY 


in the City of New York. 


Organized 1850. Non-Participating Policies only. 
Over Forty-Five Million Dollars Paid to Policyholders. 


John P. Munn, M. D., President 


Good territory open for high class, personal pro- 
ducers, under direct contracts with the Company. 
Address Home Office, 277 Broadway, New York City. 





* EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
\ 


Thos. F. Daly, President DENVER, COLORADO 

















. ORGANIZED 
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ccORGE WASHINGTON LIFE INSURANCECO. 
Charleston, W. Va. 


The popularit y of our SPECIAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 
SUCCESS to wide awake Insurance Salesmen. 

We also write TOTAL DISABILITY which provides 
for Waiver of Premium and Monthly Income and a clean 
cut DOUBLE INDEMNITY BENEFIT. 

Just at present we have a few attractive Agency 
openings in the State of OHIO. For particulars address: 
C. B. BEAUMONT, State Manager 
2205 East 83rd St., Cleveland, Ohio 














NEW JERSEY INSURANCE COMPANY 


CAPITAL ONE MILLION DOLLARS 


Head Office: 
40 CLINTON STREET, 
NEWARK, NEW JERSEY 


FRANKLIN W. FORT, Vice President 
WM. F. BIRCH, Vice President F. L. BROKAW, Secretary 


JACOB R. HALL, President 





Pacific Coast Department, 
140 Sansome St., 
San Francisco, Cal. 


SEELEY & CO., Manaczers 


Western Department. 
Insurance ee ih e Bidg., 


H. H. auaanea MANAGER 











Cc. A. PALMER, Prest. W. A. ELDRIDGE, Secretary 
S. D. ANDRUS Vice-Prest. and Managing Underwriter. 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
406-412 DIME BANK BUILDING 


LIABILITIES, INCLUDING CAPITAL 
NET SURPLUS . : 
SURPLUS TO POLICYHOLDERS $322,522.91 
AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 
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GRAND RAPIDS : MICHIGAN 





AGENTS! 


Tenshun! 


The Peninsular Fire Insurance Company was organized 
under great difficulties, surmounted by men whose 
fortitude alone made success possible. The same men 
are responsible for its development and its underwriting 
principles. The company is already licensed in seventeen 
states and is coming to be known as one of the leading 
American companies. The very fact that its leaders 
have accomplished such results will appeal to you as an 
excellent reason for accepting its agency. 


THE PENINSULAR FIRE 
INSURANCE CO, of AMERICA 


COLON C. LILLIE 
President 


GRAND RAPIDS, MICH. 


J. FLOYD IRISH 
Secretary and Managing Underwriter 
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